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FOR ALL SURFACES 


Today’s brushes with improved TYNEX* nylon bristles 
mean better painting performance for the user 


Some brushes work well on smooth surfaces, some on rough ones. Pro- 


fessional and do-it-yourself painters are finding that, thanks to steady 
improvement, today’s quality brushes with TyNEx nylon bristles are 
right for all surfaces. 

Tipped and “‘flagged’’ TyNEx nylon bristles enable a brush to pick up 
a full load of paint at every dip . . . release a smooth, streak-free coat on 
fine wood or completely cover the hundreds of hidden valleys in ragged 
stucco 

The quality of TyNEx nylon bristles has been proven in extensive 
laboratory tests. Your customers know that their over-all costs are less 
when they buy better-made brushes with TYNEx nylon bristles. Benefit 
from this preference for today’s brushes with TYNEx nylon bristles by 
stocking a complete selection. 

TYNEX the registered trademark for Du Pont 


TYNEX: 


nylon bristles 

SES us pat OFF 

BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 


Circle No. 1 om Coupon, page 68. 
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It’s getting to be 


bit? [ 


a habit... 


a 


BEST in the HOUSE selects FLINTKOTE aga 


under every course. . 


Who wouldn't use asbestos siding on the house when 
it looks as handsome as this Flintkote Flintwood® 32 (with 
its exclusive grain-over-grain wood pattern)? Flintkote’s own 
insulating Shingle Backer helps it throw those deep shadows 
. produces the crisp saw-cut profiles at 


corners. Flintwood 32 comes in 7 handsome colors. A Dura- 
Shield® Silicone Finish helps seal them in, keep them fresh and 


clean. Flintwood 32 is fire-resistant, too... 


On our roof is an- 


other Flintkote product: Aurricane-resistant Seal-Tab Shingles. 


eee make this habit pay off big for you! 


Above is an actual photograph of 
Flintkote building materials in- 
stalled on the famous model home 
“Best in the House’. 

These materials... handsome 
Flintwood 32 Asbestos Siding and 
hurricane-resistant SEAL-TAB 
shingles . . . are shown and described 
in the popular “‘Best in the House’”’ 
advertising feature, appearing in 


the September issue of Good 
Housekeeping. 

Among the millions of Good 
Housekeeping readers are many of 
your own good customers and pros- 
pects. People who have noted time 
and again that Flintkote Building 
Materials are selected for “‘Best in 
the House’’. . . and backed by the 
Good Housekeeping Guaranty Seal. 


Take full advantage of this grand 
opportunity to increase your sales. 

Let everyone in your community 
know that you are a Flintkote 
Dealer. Build a display of Flintkote 
materials . . . using all the ‘‘Best in 
the House”? promotion materials 
available to you free from your 
Flintkote Representative. 

Get these materials today. 


The FLINTKOTE COMPANY, Building Materials Division 


30 Rockefeller Plaza, New York 20, N. Y. 
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LUMBER COMPANY 


A Division of The Crossett Company 
GCROSSETT, ARKANSAS 


Circle No. 3 on Coupon, page 68 


Crossett Lumber is Better 
Lumber because... 
Jesse Braswell is on the Crossett 
“team.” .. . As assistant super- 
intendent of the planing mill, 
backed by 24 years’ experience, 
Jesse sees that every foot of 
lumber is finished for you ac- 
cording to Crossett’s strict qual- 
ity standards. 


Compan 
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Now you don't have to 


handle short siding lengths 


...and this new kind of siding 
saws and nails like finest wood! 


Do you realize how much it costs you to handle 
short pieces of siding? Now you can reduce that 
expense almost to zero, by stocking new Insulite 
Primed Siding! 

Insulite’s horizontal Primed Siding is made in 
long lengths only. It’s 4” thick, 12” wide, and 
lengths are 8’, 12’ and 16’. You are never re- 
quired to take any undesirable sizes. You never 
need to have a man sorting or grading Insulite. 


You won’t get short pieces back from jobs, to be 
rehandled or closed out at mark-down prices. 

And here’s what your builders want to hear: 
there is no nail-hole drilling, no difficult sawing, 
with Insulite’s new siding. It looks like wood, 
works like wood—but has no knots or splits. 
Comes factory primed, for fast, low cost paint- 
ing. Three types—lap siding, grooved 4’ x 8’ 
panels and plain 4’ x 8’ panels—all delivered in 
wrapped packages. 

Want more information? Write us—Insulite, 
Minneapolis 2, Minnesota. 


“INSULITE 
Primed Siding 


S$ insulite, made of hardy Northern wood. Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 





Resists paint blisters. In three years of weathering, Insu- 
lite Primed Siding has shown exceptional resistance to paint 
blistering. Laboratory test above shows paint failure on 
ordinary siding, but no blisters on Insulite. 








Adds new beauty. Notice the de luxe appearance of side- 


walls with 1034” exposure of horizontal Insulite Primed 


Siding. Notice, too, the handsome contrast of Insulite’s 
vertical grooved panels on gable end. It’s new, fresh styling! 








this gentleman’s known by the customers he keeps! 


He’s a Schlage lock dealer . . . and his talent 
for keeping customers is based on a quality 
product, backed by quality service. It’s a mat- 
ter of pride for him to meet his customers’ 
locking requirements with the world’s finest 
cylindrical lock: Schlage. It’s a matter of profit 
for him, too, when he benefits from Schlage’s 
wide profit margin. 

When you're a Schlage dealer, customers rely 
on your judgement and advice in planning 
their locking needs. By specifying Schlage, 
you protect them from annoying lock failures 


after installation... protect yourself from 
profitless “call-backs” to correct complaints. 

If you're now a Schlage dealer, you know how 
profitable your partnership with Schlage can 
be. If you're not, discover why the name 
“Schlage” stands for the finest in builders’ 
hardware . . . and for dealer prestige and prof- 
its as well. 

For complete information on the Schlage line 
of products, contact your Schlage jobber or 
write to the Schlage Lock Company, P. O. Box 
3324, San Francisco, Dept. Z-9. 


SCHLAGE: 


LOCK COMPANY 


SCHLAGE LOCK COMPANY, SAN FRANCISCO + NEW YORK + VANCOUVER, B.C. 


Circle No. 4 on Coupon, page 68. 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


SEE NO SIGNIFICANT UPTURN IN HOME BUILDING. 


F. W. ide July report for future construction shows contracts for resi- 
dential buildings increasing 15% over the same month a year ago. A careful study 
of the report, however, shows the major part of the increase is in multi-unit 
dwellings. It documents a sizable jump in apartment building now being almost 
entirely privately financed. 

The most significant trend in the July Dodge report is the sharp drop-off 
in non-residential. early all the major non-residential building types shared 
in the decline of over 11%. Obviously, high interest rates and a change in 
policy by management are postponing new factory building. There is also a 
sizeable reduction in school and other municipal building. 

Experts on financing say this eventually will make more funds available for 
home mortgages. One large factory, for example, absorbs enough money for several 
thousand homes. Savings are still increasing and financial institutions paying 
high interest rates must put their money to work. 


ANNOUNCE WINNER IN LU-RE-CO-VISKING CONTEST. 


National Plan Service reports that the winner in the above contest is Mrs. 
Alfred Rhode, Appleton, Wis. More than 430,000 women entered the competition; 
first prize was a fully-equipped Lu-Re-Co house. National advertising and in- 
Store promotion all mentioned the lumber dealer. This home will now be built at 
Appleton with local dealer support and extensive publicity is anticipated. 
American Lumberman suggested a Lu-Re-Co house as a prize and brought principals 
together. National Plan should be credited for sponsoring the promotion in 
behalf of lumber dealers. 


SUPPORT GROWS FOR WHOLESALER MERCHANDISING. 


Scores of (ee ESDB letters from both dealers and wholesalers have been 
received since our editorial appeared in the September 2 issue describing the 
need for merchandising at the jobber level. As noted in the editorial, we are 
not proposing anything new or untried. Other industries have shown us the way. 

Many wholesalers have commented that they have already made some progress 
in the direction of merchandising for their dealer customers. The trend to 
wholesaler traveling showrooms on wheels was mentioned . . . another was a move 
for more dealer meetings, special promotions and creative "idea rooms" in 
wholesaler warehouses. Obviously, the first stirrings are there already and 
evolution to a full merchandising department will come in time. 

Small and medium-sized dealers will benefit the most by such a wholesaler 
service. The big city retailer; the shrewd cash-and-carry operator already knows 
the ropes. It's the more typical retailer who needs help on management, store 

rchandisi adverti Production of lumber and building materials is 
gireade high °° 6. 208 facilities now being built will further increase output. 
The answer, aside from price cutting and direct selling, is more sales by both 
the jobber and retailer. Only an intelligent, much more active promotion effort 


by all concerned will help solve a situation packed with dynamite. 


OUTSIDE AGENCIES KEEPING THE BOOKS. 

New efficiency at lower cost is claimed for outside bookkeeping and other 
office services now being handled by many banks. Under this plan all the tedious 
records of purchases, invoices and payrolls are processed by highly trained 
banking personnel using the latest in expensive office machines. 

The wee ig too new for a fair appraisal at this time. Thompson Lumber 
Co., C paign, -, 1S now uSing something along this line but they employ an 
accounting firm. One hardware wholesaler, Coast-to-Coast Stores, now handles 
all bookkeeping for dealer agency stores. The retailer merely mails in his 


gales tickets and other records at the end of each working day. IBM machines 
' and trained people, then carry the ball. 
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Home Improvement Show 

The second annual Home Improve- 
ment Show will be held in January at 
the Hotel Sherman, Chicago. The 
Chicago show, according to sponsors, 
will be four times the size of the first 
show. Over 300 booths will be re- 
quired for exhibitors at the 1958 event. 

The exhibitors eligible for the Home 
Improvement show are manufacturers 
of products sold or suitable for sale 
by lumber dealers, home improvement 
contractors and speciality retailers. 
Products to be shown include combi- 
nation windows and doors, metal and 
fiberglass awnings, grilles, jalousies, 
ornamental iron a d ali minum, alumi- 
num siding, fencing, railing, fans, air 
conditioners, screens, tub enclosures, 
shower doors, pre-fab fireplaces, cel- 
lar doors, screen houses, wall tile, fire 
alarms, kitchen and bathroom cabi- 
nets, garbage disposals and water 
softeners. 


Plastics in Building 

Monsanto Chemical Company will 
have an open house at their new 
Inorganic Chemicals Laboratory dur- 
ing a fall meeting of the Building Re- 
search Institute at St. Louis. More 
than 120 different applications of plas- 
tics used in building the new labora- 
tory will be presented. 

Scheduled for showing will be sand- 
wich wall panels, plastic exhaust fans, 
support members for a front canopy, 
vinyl insulation, plastic-faced concrete 
blocks, styrene latex paints, roof pan- 
els, urethane concrete paints, and plas- 
tic mouldings. 


CEALER NEWS 


Revolving Credit Problems 

Because of the continuous balances 
outstanding on revolving credit, many 
retailers are turning to banks and 
commercial credit organizations for 
financing of these accounts, rather 
than tie up their own funds. 

Confusion is also becoming evident 
among both retailers and their cus- 
tomers when both monthly charge ac- 
counts and revolving accounts are of- 
fered. The trend seems to be to con- 
vert monthly accounts to revolving 
system. 

Louis H. Levine, vice president of 
Commercial Credit Corp., which han- 
dles financing paper for 66 major 
stores, recently said that retailers 
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often under-estimate their overhead in 
handling of both installment plans and 
revolving accounts. An interest charge 
of 1%% on each month’s balance is 
necessary, he said. 


Brand Names Contest 

Building Materials retailers are in- 
vited to enter the 10th annual com- 
petition for the “Oscar” of retailing, 
the Brand Name Retailer of the Year. 
Last year’s winner in the building ma- 
terials category, Art Clifford, A. W. 
Burritt Co., Bridgeport, Conn., will 
serve as a judge in the new competi- 
tion. The simple entry form is avail- 
able from the Brand Names Founda- 
tion, 437 Fifth Ave., New York 1, 
ae 


More Sleepless Nights 

A number of leading department 
stores have recently announced eve- 
ning-hours for as many as three times 
a week. Evening (and Sunday) hours 
are also gaining a foothold among 
lumber retailers in selected metro- 
politan arcas. 

Meanwhile a San Francisco retailer 


® Se Wholesalers 
Participate in industry Activities 
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ventured the prediction that the in- 
evitable 4-day work week to come will 
give retailers another big headache. 

When the work week was reduced 
from six to five days many workers 
took a second, part-time job—usually 
at a retail store, he said. With a 4-day 
work week, he thinks that his full- 
time retail employes will be able to 
double-up elsewhere and subsequently 
will not be up to snuff physically or 
mentally at any time. 

The same executive concluded that 
despite any more cuts in weekly work- 
ing hours retailers will continue to 
expand evening shopping. 


Retailers Need Volume 

A retailer must obtain a 4% in- 
crease in sales volume each year if he 
intends to keep up with inflationary 
costs, according to James C. Downs, 
Jr., president, Real Estate Research 
Corp., whose clients include many de- 
partment stores. 

Downs said that the only way to 
defeat the labor wage spiral is to in- 
vest only in those ideas or programs 
which contain a minimum of service 
labor. 
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Courtesy Hardware Retailer 


Merchandising Hardware Wholesalers 


PROVING THE SUCCESS of merchandising by hardware wholesalers are the above 
illustrations. Listed are 237 leading wholesalers who have signed up to help retailers 
with a "Family Gift Center" promotion. Jobbers also participate in “Hardware Week" 
and other seasonal promotions. American Lumberman has suggested a similar service 
be offered by building materials wholesalers. See September 2 issue, editorial. 
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By fHIS ADVERTISEMENT HAS APPEARED IN 
Architectural Record: Progressive Urchilecture; 
Car-Conditionng, Heating 8 Votiating 
Heating, Piping § Clir- Conditioning. 


WOOD WON'T ROT WHEN IT'S 


Living fungi, which break down the sub- 
stance of wood are microscopic and abundant. 
But they need WARMTH and DAMPNESS 
to develop. Dampness will also peel off paint, 
crumble plaster, cause iron and steel to rust. 


Vapor can flow through asphalt, paper, 
plaster and most building materials. It con- 
denses when, upon striking a colder surface, the 
air in which it is suspended reaches a dew-point. 


An empty air space is a good insulator 
against heat flow by Conduction because of its 
low density. But air does not prevent heat flow 
by Radiation and Convection. Of all heat trans- 
ferred through structural spaces, about 50% 
to 93 % is by Radiation, depending on direction 
of heat flow. All but about 7% of the rest is 
Convection. The surfaces of scientific multiple 
aluminum have a high 97% reflectivity for heat 
rays; a low 3% absorptivity and emissivity. Its 
layers of aluminum drastically retard Convec- 
tion. Conduction is slight through its prepond- 
erant low density air spaces. 


Scientific multiple aluminum insulation is 
long and continuous and almost completely im- 
pervious to water vapor. Vapor infiltration under 
its flat, stapled flanges is slight. 


Where multiple aluminum is used, fortuit- 
ous vapor and water (for instance rain) which 
intrude into wall and similar spaces, will gradu- 
ally flow out as vapor through exterior walls 
and roofs as vapor pressure develops within; 
because vapor flows from areas of greater to less 
density. The vapor cannot back up through the 
almost impervious aluminum, so it flows out, 
because exterior walls and roofs have substan- 
tial permeability in comparison to aluminum, 
far greater than the required 5 to 1 ratio. 


To obtain maximum uniform depth pro- 
tection against heat loss and condensation for- 
mation, it is necessary to use edge-to-edge 
multiple aluminum, each layer of which 
stretches from joist to joist. 


The U. S. NaTIONAL BurEAuU oF STAND- 
arDs brochure: “Moisture Condensation in 
Building Walls,”’ discusses vapor and heat flow, 
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DIRECT DEALERS WANTED. 
No minimum stock required. 
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and the causes and prevention of condensation. 
Use the coupon. Get a copy at our expense. 


Infra insulation is sold direct to dealers in 
most states. No minimum stock required. 5000 
sq. ft. fit on 1 shelf. A carton 3’ x 1%’ x ¥%’, 
only 1% cu. ft., contains 1000 sq. ft., weighs 
only 45 lbs. Use coupon for DEALERS’ PRICE 
LIsT, samples of Infra, and consumer literature. 





THERMAL VALUES 
infra Type 4 Parallel insulation 


Down-Heat C .042*=7%” non-metallic insulationt 
Up-Heat C.105*=3%” non-metallic insulationt 
Wall-Heat C.068*=4%” non-metallic insulationt 


Cost installed between wood joists, 
material and labor, about 8¢ sq. ft. 


Type 6 also available 


*Determined by method of National Bureau of Standards 
in H.H.F.A. Research Paper 32. 

tCalculated on basis of limiting thermal values cited 

in Fed. Specs. LLL-f-321b; HH-1-585; HH-I-521c; HH-1-551a. 


r _ — 
Dept. U-9 
(1) Please send sample of Infra () Dealers’ prices 
00 U.S. pamphlet BMS63. 


NAME_ 








KIND OF BUSINESS. 
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NEWS & TRENDS 


(begins on page 10) 





LUMBER MARKETS 


TACOMA—A boom men and rafters 
union strike which started here in 
August has cast additional gloom 
over an already depressed lumber 
market situation. Locally, the strike 
is directed against the St. Paul & 
Tacoma Lumber Co., the Foss Launch 
& Tug Co., The Milwaukee Boom Co., 
The D Street Rafting Co. and the 
West Fork Timber Co. Logging op- 
erations in the Mineral-Morton area 
also are at a standstill. Sawmill and 
manufacturing plants will be forced to 
close down when their supply of stored 
logs is gone. 


SEATTLE—The market has not im- 
proved and the trend is downward. 
New freight rates became effective 
August 26. Local 11-129 of the boom 
men and rafters union, Tacoma, went 
on strike August 12. The local is strik- 
ing for higher pay running 7%4¢ an 
hour. This union has 80 men in it 
but the strike affects 1,000 workers. 
Employers in Tacoma wish to continue 
present contracts. Fluctuating prices 
of plywood are causing the industry 
much trouble. Many retail outlets are 
buying less plywood. 

Green fir dimension has dropped $1 
and other fir items lack strength. Hem- 
lock follows the pattern set by fir. 
Shingles are about the same with No. 
2 and 3’s scarce. No. 3’s are very hard 
to find. Cedar siding prices appear to 
be holding with % x 6 and % x 8 in 
best demand. Pines and spruce are 
soft. The mills are trying hard to sell 
air-dried lumber. No. 4 pine boards 
are in better demand. 


KANSAS CITY—The southwestern 
lumber market in August was fea- 
tured by a general markup in the 
prices of dimension stock, ranging 
from $2 to $5 a thousand board feet. 
Demand showed a modest improve- 
ment and mills were short on stocks, 
which brought the law of supply and 
demand into operation and _ prices 
worked higher. 


BALTIMORE — The southern pine 
market has been extremely slow here 
during the past 30 days, although local 
wholesalers are hoping business will 
pick up after Labor Day. Business in 
the softwood fields is reported off as 
much as 40% over former years, and 
one dealer maintained that prices are 
lower than they have been in eight 
years. There is a great deal of keen 
competition reported, and this has hurt 
the larger yards a good deal, al- 
though it has not adversly affected 
the smaller lumber dealers quite so 
much, 


BIG CHANGE IN MARKETING 





The National Lumber Exchange 


The business of wholesale market- 
ing of lumber suddenly comes of age. 

Timber is a crop and like cotton or 
wheat, the harvesting of the crop is in 
the hands of tens of thousands of in- 
dividual operators. 

The huge, sprawling lumber indus- 
try, oldest in the country, has never 
developed its marketing processes to 
the point where there was available, 
modern quick methods of trading like 
the exchanges such as the Cotton Ex- 
change or the Grain Exchange. 

Now, however, this situation is 
changed. The National Lumber Ex- 
change, Inc., is today a reality. It is 
a closed corporation with all its stock 
subscribed. It has established elabo- 
rate home offices on the fourth floor of 
the Terminal Sales Building in Port- 
land, Ore. There you will find all the 
most modern business office equipment 
and elaborate, swift communication, 
recording and computing systems 
known, including the miraculous Rem- 
ington-Rand Univac machine. 

After more than 2% years of in- 
tensive research and planning, which 
included services of many of the larg- 
est financial, business equipment and 
communications companies in the 
United States, the National Lumber 
Exchange is ready to announce their 
opening date for trading. 

First there will be a fifteen-day 
“dummy” run of thousands of sample 
transactions, and then on October 21, 
1957, the exchange will begin actual 
trading and the wires will be humming 
across the country. 

There are two classes of member- 
ship on the exchange: mill member- 
ships and wholesale memberships. 
While the mill members pay no mem- 


if RS 


"SQUARE LOOK"—Redesigned 1958 ap- 
pliance by Westinghouse have popular 
built-in appearance. Refrigerator-freezer 
above has II texture of natural grain 
vinyl-plastic panels available for home- 
maker who wishes to change her kitchen 
decor periodically. Westinghouse dryers, 
laundromat features push-button opera- 
tion. Automatic cold injector in refrig- 
erators will also be 1958 selling feature. 


September 


bership fee they must agree to abide 
by the constitution and the rules of 
trading of the exchange and have the 
privilege of listing for sale all or any 
part of their production. The only 
charge against the mill for use of the 
National Lumber Exchange is $5 per 
car of lumber listed for sale on the 
exchange or sold to exchange members. 


Wholesaler Fees. Wholesale mem- 
bers pay no fee for joining the ex- 
change, but are required to post in 
advance the sum of $1000 which is 
returned to them at the rate of $5 per 
car as they trade upon the exchange. 


Factoring Service. In addition to 
closing the transactions, there are 
financing facilities on a non-recourse 
basis, available through Walter E. 
Heller & Co., Chicago. This financing 
service is optional on the part of the 
seller and in case it is taken advantage 
of the seller may receive up to 90% of 
his invoice immediately and Heller 
Company assumes the credit risk. 

The National Lumber Exchange pro- 
vides a service for wholesale sales of 
car-load lots only and is available to 
qualified wholesale members only. Re- 
tailers are not eligible for membership 
and their purchasing methods are not 
affected. 

The exchange will enable the mill to 
reach an_ industry-wide market 
through about 400 wholesalers, more 
or less, trading on the exchange. The 
mill operator should be able to operate 
with less sales and office overhead. He 
can sell all or any part of his produc- 
tion simply by calling the exchange 
and listing the price at which he 
wishes to sell. The factoring service 
will permit the mill to cash its sale at 
the time of shipment instead of tying 
working funds in customer accounts 
receivable and without adversely ef- 
fecting complementary commercial 
banking arrangements. 


No Credit Losses. This puts the mill 
on a cash basis and eliminates entirely 
his credit losses. The wholesaler bene- 
fits are very similar to those of the 
mill. The wholesaler in the east or 
the west who sells to the major mar- 
kets must contact many western mills 
to buy the products he now needs. The 
exchange will enable him to announce 
his needs at once to most of those 
mills promptly, efficiently, and at a 
far lower communication cost per car 
load of lumber. With one telegram, 
telephone call or teletype to the ex- 
change, he can in effect, advertise his 
requirements to many more sources of 
supply than ever before. The ex- 

The officers and board members of 
the exchange are: Fred C. Talbot, 
chairman of the board; H. E. Van 
Allen, president; Howard R. Baker, 
executive vice president; J. Paul 
George, vice president; F. Lyle Baker, 
secretary; and Joseph Hull, director. 
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Simpson Forestone* is the first 
low-cost noise-quieting ceiling ma- 
terial ever developed that fits beau- 
tifully into any home design. It has 
a luxurious decorator-styled tex- 
ture, as well as being a most effi- 


cient sound-conditioning material. 


The home sound-conditioning 
market is growing rapidly. The 
powerful merchandising which 
Simpson is putting behind Fores- 
tone will help you get into that 
market—quickly and profitably. 


Forestone is easily installed by a 


builder’s own workmen — simply 


Haier We 





Profit with Fonestone. 


Help Meet The Need For Home Sound-Conditioning 


applied by do-it-yourselfers. The 
flange-joint permits error-free in- 
stallation. 


Forestone is available to you in 
9/16” x 12” x 24” flange-jointed, 
tongue-and-groove tiles that are 
center-scored to appear like 12” x 
12” tiles when in place. They are 
factory-painted with a warm-white, 
flame-resistant finish. 


Be a Forestone dealer and profit 
from the growing demand for 
quieter homes. Send in the coupon 
below for further information 
about Forestone and the name of 
your nearest Simpson distributor. 


Strong National And Trade 


Advertising 


e Full pages in color throughout the year 
in national magazines to help you sell 
Forestone! 

e Full pages in “House & Home”, “Prac- 
tical Builder” and other trade magazines 
to reach your builder-contractor trade! 

e Plus a full line of hard-selling merchan- 
dising and point-of-sale aids! 


Simpson Logging Company, 


1014 White Building, Seattle 1, Washington 


Please send me complete information on Forestone, and the 
name of my nearest Simpson distributor. 


NAME i 
 . 
ADDRESS___ 
ee.) | Sey 7 hy 
(please print) 

*Reg. U. S. Pat. Off.—U. S. Pat. No. 2,791,289 
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NEW! RUSTPROOF, STAINPROOF 


ALCOA Aluminum Nails 


in Pregorted... 


Precounted 


98¢ “Household Packs” 


speed up merchandising .. . satisfy 
more customers... pull more profits! 


Ten different types of “most used”’ 
nails for home craftsmen and ‘“do-it- 
yourselfers”’ . presorted and pre- 
counted to eliminate handling prob- 
lems... and brightly packaged in 
red-white-and-blue ‘‘see-through’’ 
boxes that invite inspection and buy- 
ing! Each “Household Pack” of Alcoa® 
Nails is plainly marked for type, size 
and quantity and each pack contains 
only one type of nail. There’s no con- 
fusion for your customers . . . no count- 
ing, weighing or sorting chores for you. 


THE ALCOA HOUR 
TELEVISION'S FINEST LIVE DRAMA 
ALTERNATE SUNDAY EVENINGS 


Alcoa Nails are presold, too . . . millions 
of readers of Better Homes and Gardens 
and viewers of TV’s top-rated Alcoa 
Hour know aluminum nails never rust, 
can’t stain, end ugly, destructive “nail- 
pox”’ forever. 


Order Your Supply Now ... through 
the facilities of Macklanburg-Duncan 
Company, Oklahoma City, Oklahoma, 
and other leading distributors. For 
complete information on the Alcoa line 
of aluminum nails and screws, and for 
the name of your nearest source of 
supply, write Aluminum Company of 
America, 2267-J Alcoa Building,Pitts- 
burgh 19, Pennsylvania. 


Your Guide to 
the Best in 
| Aluminum Valve 


accoa ©. 


rene NU AR 
NAILS AND FASTENERS 
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“V4” SHINGLE 
cour | GENERAL PURPOSE 





See the new 98¢ “Household 

Pack” on display at Alcoa Booth +49, 
National Hardware Show, 

Oct. 14-18, Coliseum, New York. 











4 ¥ 
Pitt MATE CANT STAIN 


SHIPPED IN COMPACT DISPLAY 

CARTONS... Sturdy, space- saving ship- 
ping cartons (9” x 13” x 314”) have snap- 
out lids that mount for pe Mirwe selling 
display. Each carton holds 12 “House- 
hold Packs” of a single type of nail. 
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FROM  HALF-DAY TO A FEW MINUTES” CLPEALER POINTERS, 
MARKS CHANGE FROM MANUAL TO - ) a 
LIFT TRUCK METHOD haat tk 1c 


WICHITA, KANSAS—Cumley 
Lumber Company converted 
from manual to mechanical 
handling with a Hyster 15,000 
lb. capacity lift truck — with 
considerable savings in time 
and money. 

According to the foreman, 
the Company now can fill an or- 
der with the Hyster truck in a 
few minutes, which, using the 
old manual method of handling _ . 
one board at a time, would have Display the Package 
required half a day. The packaged hardware display 
- . above at Sibley Lumber Center, 

14-Foot Stacking Livonia, Mich., is one of the most 

Cumley Lumber handles shin- extensive in the area. With all 
gles, sheet rock, oak flooring as — = = some _ 

ispiay 18 easy to alntaln. e 
well as lumber. The Hyster one 4 risers on top of the island 
15,000-Ib. lift truck loads mate- fixture serve as “sample boards” 
rials onto trucks at a siding for the hardware in the packages. 
which is two miles from the 
lumber yard, then goes to the 
lumber yard to unload the 
trucks—stacking lumber as 
high as 14 feet. 

Truck operator says, “I like 
the Hyster Truck better than 
any other make that I’ve ever 
driven. A Hyster truck handles 
easier and you can always see 
your load. You can’t beat them 
... and I’ve been operating lift 
trucks for five years.” 


Secttumdcttont Unie | Deolars’ Cabinet 
banded into bundles for faster, yin ea mel ; 
i ine — j The sale of cabinet knobs anc 
eens — average unit pulls has been boosted by a new 


loads weigh approximately : 

: : display board put together at Eg- 
12,000 Ibs. To expedite handling land Lumber Co., Bakersfield, Cal. 
the truck’s 4-foot forks are “We made the display board our- 


equipped with 2-foot exten- selves,” said Otto WwW. Kramer, 
sions. hardware manager. We used a 
. piece of plain black prefinished 
Your Hyster Dealer makes it hardboard. This brings out the 
his business to keep up with color of both polished brass and 
materials handling in the lum- bronze finishes. ant Spd ag 
; more attractive on ack. e 
ber industry. He can help you edged the board with half-inch met- 

Unloading truck which was loaded speed operations and lower al trim. 
at siding. costs. Call him today. “We carry several brands of 
cabinet knobs and pulls. We found 
vat, we had numerous display boards 
af your Hyster Dealer. * Hyster Industrial Trucks Increase scattered throughout the store, 
e is in the yellow pages a o-4\ . 7 si f 
under "Materials Handling” \ Profits for Wholesale Lumber Yards Cake oo ean he ae 
, oe ‘ we struck on the idea of mounting 
ss samples of our complete stock on 

Factories: PORTLAND, OREGON one board. 

oa ccna “By combining the seve : al 
‘ brands we can show our complete 
ere woe NOTES line and intermix our pc tg 
This helps keep all brands moving.” 


- oe 4 


een @ae 


_ 
_~ 
iw 
Vv 
iw 
~ 
v 
~ 
m4 
w 














Circle No. 6 on Coupon, page 68. September 16, 1957, AMERICAN LUMBERMAN AND 








The MAN with the MONEY 
wants his lumber right now! 


When your lumber-buying customer (the Man with the Money) is an 
industrial user, he can sometimes be in a monstrous hurry. The industrial 
user can’t often stockpile lumber because he doesn’t know exactly what 
he’ll need the next time. He depends on the dealer to have what he’ll need 
when he needs it. 

That’s why the industrial user prefers a dealer who has a dependable 
source of supply at all times. 

Lumber for industrial uses must be soft enough to take nails quickly; 
firm enough to grip them tightly. It must be low-cost enough to be expend- 
able in many cases; sound enough to have good strength. Controlled- 
quality Ponderosa Pine from Southwest Lumber Mills is just right for 
most industrial purposes! 

The Man with the Money buys a lot of lumber for crates, boxes, pallets, 
skids . . . for cement forms, bracing, scaffolds and similar applications. 
Stock the lumber with the “Indian Sign” brand and you'll be a man with 
money, too! 





| ) ; 77) rl Le ; Ie? 7 / 
Here's the kind of quality ana depe ndability the ct é emands in 


Ponderosa Pine lumber 

e the fine, soft texture of high-altitude timber 
kiln dried e precision milled e brand identified 
clean, bright appearance ; waxed ends 
consistently graded e carefully handled and loaded 
speedy, dependable delivery the year ’round 


fhe kind of lumber and service Southwest d 


SOUTHWEST BRAND PONDEROSA PINE LUMBER 
Made to please the Man with the Money—your customer 


SS a coco 
outhwest 











LUMBER MILLS, 


General Offices: P.O. Box 908, Phoenix, Arizona 
Mills at Flagstaff and McNary 
SIDING , SHEATHING 
SUB-FLOORING ,. ROOF DECKING 
PANELING 
INTERIOR FINISH 
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Work with your AIM*... Potlatch Forests does... 
Acme Steel Strapping unitizes, braces plywood 


POTLATCH FORESTS, INC., Plywood Department, Lewiston, Idaho, 
uses Acme Steel Strapping for unitizing and car bracing 

quality plywood so it stays in top-grade condition from 

mill to receiver. (Idea No. U1-10) 


gies inte . Potlatch Forests cuts carloading time, eliminates damage to loose panels 
e Idea Man 4 ; x . 
Sian thiahide Kiiheo _ on top of the load, stops shuffling of plywood during transit. Plywood 
Ratios Goracte is in neat, square packages, ready for fast unloading and efficient 

solve its ; storage with mechanical handling equipment. Arrival condition of the 

plywood packaging roy load is as good as when it left the mill—no downgrading of 
and shipping | ee” ae panels due to damage received in transit. 
problems. ; 





*Work with your Acme Idea Man and make sure you're getting the best 
ideas for packaging and shipping your products. Write Dept. ABU-97, 
Acme Steel Products Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company of Canada, Ltd., 743 Warden Ave., 
Toronto 13, Ontario. 


a STEEL STRAPPING 
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Here’s the all-new Clarklift Y-150... 
with Power Shifted Torque Converter 
Transmission and Planetary Drive axie! 


Torque multiplication, power shifting, full feathering 
control, ‘‘oversize’”’ tires, maximum underclearances. All 
these features and more are yours in the new Clarklift 
Y-150. They combine to provide maximum performance 
with utmost dependability under any condition—mud or 
snow—highway or dirt. Power steering, power brakes, 
finger tip controls will enable your driver to do more 
work . . . move more material in a day. Built for action, 
the Clarklift Y-150 is the most maneuverable, easiest to 
handle, of any truck of its kind on the market. Test it 

. in your own yard. Just call your local Clark dealer or 
write us... and ask for a demonstration. 


Your local Clark dealer is listed in the Yellow Pages. 


C Lq RK “open ‘ousendani COMPANY 


EQUIPMENT BATTLE CREEK 40, MICHIGAN 














Bini nals 


on the move... 
all year ‘round 


because... 


Trinity White is a true portland . . . it’s 
whitest in the bag . . . whitest in the mix 
... Whitest in the completed job. Strongly 
advertised to all elements of the building 
industry for architectural concrete units; 
stucco; terrazzo; cement paint. A favorite 
with the do-it-yourself for home and gar- 
den jobs. For further information dealers 
are invited to write Trinity White Cement, 
111 W. Monroe Street, Chicago. 





ra ; « i] 
e ss ' 
f { [ & } : t 


A TRUE PORTLAND CEMENT 


as white | 


plain or waterproofed 


@ product of GENERAL PORTLAND CEMENT CO. . 
Send for your copy of this new 
CHICAGO + DALLAS + CHATTANOOGA + TAMPA « LOS ANGELES popular booklet for consumers, 
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57-A—Boxed for easy display 

Low price Flat Varnish Brushes 
displayed for quick sales. 5 doz. 
assorted 2” to 3”. 


57-E—3-in-] Package 

Your choice of three assortments 
—Pure Bristle, Pittsburgh Syn- 
thetic or Nylon. Contains 3-9/12 
doz. assorted 1%” to 3” Flat Var- 
nish, 4” Wall and 1%” Angular 
Sash Brushes. Sturdy wire rack 
display that’s easy to see. 


Bondex®— Always popular 


Perfect applicator for Bondex. 1 
doz. fast-selling coating brushes. 


BUILDING PRODUCTS MERCHANDISER 


Step up sales with these 
COLORFUL, 
SELF-SERVICE DISPLAYS 


Theyte. FREEL 


57-C—complete with 10% doz. 
Y%2" through 3” wide Varnish 
Brushes. 1 doz. 2” Sash Brushes, 
Y% doz. 4” Wall Brushes. Mail 
coupon for price information. 


BRUSHES «+ PAINTS «+ GLASS 


PITTSBURGH PLATE 


© These colorful, attention-com- 
pelling displays will attract cus- 
tomers and increase sales. Order 
the brush assortments that sell 
best for you. These self-service 
displays come free as a business 
builder. Use them in your store 
windows, on your sales counters 
or in your paint department. 


— 


are back again! 


Made with Finest Pure Bristles 


@ Pittsburgh's famous Gold Stripe 
line is available once more in quantity. 
Experienced painters recognize these 
to be the finest paint brushes made. 
Each brush is carefully filled by hand 
—by expert brush makers using per- 
fect, pure bristles. They’re made to 
stand up under long years of steady, 
professional use. 








@ Here’s a simple, compact display 
of these high-quality brushes your 
customers Cannot miss. 


PITTSBURGH 
BRUSHES 


CHEMICALS + PLASTICS + FIBER GLASS 


GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
MAIL THIS COUPON FOR COMPLETE DETAILS 


PITTSBURGH PLATE 

GLASS COMPANY 

Brush Div., Dept. AL-97 

3221 Frederick Avenue 57-C 
more 29, Maryland 

Gentlemen: Please rush 

me more information 

about FREE brush dis- 

plays I have checked. 


57-E 
BONDEX 


ce 


Firm. .... 


Address 
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EDITORIAL 


Pricing Ingenuity Will Step-Up Profits 


Getting a better price in our retail yards and stores is a current necessity. 








CONSIDERATIONS WHICH MIGHT 
JUSTIFY A HIGHER MARKUP 


UTILITY—Does the item have widespread usefulness for 
practically everyone who sees it? 

. DEMAND-—Is the loca! public buying the item repeat- 
edly and frequently? 

INVESTMENT—Are you getting a very generous return 
on the investment you have made? 

. DESIGN—Is there anything about the design of the 
article that gives it special appeal? 

. AVAILABILITY—Is it an item seldom found in local 
stores? If so, a higher markup is indicated. 

COLOR—Is the color of the item enjoying unusua! pop- 
ularity over other colors? If so, it could carry a slightly 
higher price. 

. SUPPLY—Do you have a better supply of the item in 
wide demand than your competitors? 
RESPONSIBILITY—Are you taking any special responsi- 
bility in connection with the sale of the item? If so, you 
should get paid for it. 

. GUARANTEE—Do you offer satisfaction or your money 
back? 

. QUALITY—Do you stock a better quality than your com- 
petitors/ 

UNUSUALNESS—Is the item rarely found in the market? 
FLOOR SPACE—Markup should reflect this cost, too. 

. PERISHABILITY—Does the item have a short life? 

. OBSOLESCENCE—Will the item go out of style rapidly? 

. DEPRECIATION—Will the item depreciate rapidly in 
stock? 

EXCLUSIVENESS—Do you have exclusive distribution of 
the item? 

. BRAND—Is the brand the most popular one in its field? 
. SIZE OF THE ORDER—Very small orders cost most to 
handle. They should be compensated for in the price. 
SOMETHING NEW—Is this an item never before on the 

market—with no traditional price? 
FAMILIARITY—Is the consumer generally familiar with 
the price? If not, a higher margin may be obtained. 

. CONSUMER EXPECTATION—Is the price as high as the 
consumer might expect to pay for the item? 
EXCEPTIONAL BUY—If you made an exceptionally good 
buy, why pass the extra profit on to the customer? 

. SUPPLIERS' SUGGESTED PRICE—Is your retail price as 
high as the supplier suggests? If not, why not get it? 
CREDIT—If any form of credit is used for the sale, the 
price should be higher. 

STYLE—Is the item currently fashionable? It will prob- 
ably take a higher price. 

. ADVERTISING—Are you heavily advertising the item? 
RECIPROCITY—Is it sold to some one you buy from who 
charges you plenty? 

TURNOVER—Any item that turns slower than your aver- 
age justifies a higher than average markup. 

SALES COST—Any item that requires extra selling time 
should be priced accordingly. 

. SERVICE COST—Any item that requires extra service 
time or labor either before or after the sale should carry 
the price earned by the service. 

. COMPETITION—Is your price as high as the highest 
competitior enjoying a sales volume on the item? 

THE MAGIC NO. 9—If the end digit in the price is 
less than 9—step it up! 

. SELL THE END-USE PACKAGE — Many dealers are 
whipping cash-and-carry competition by switching the 
sale to the end-use package and closing the sale at a 
profit against cut-throat prices. 

Until your net profits are what they should be, periodically 


It is quite obvious that unprofitable dealerships 
have no value for stockholders, producers, consumers 
or the community. 

Most of the regional comparative statements for 
1956 are now in and the net results are discouraging. 

After several years of rising costs, shrinking mar- 
gins, lower net profits, the trend is still down. The 
average dealer’s net profit % is at a 15 year low. 

With sales volume off somewhat in 1957, the end 
of the year picture may be still worse. 

Under the theories that a laborer is worthy of his 
hire and that service justifies cost, prices in our re- 
tail establishments are lower than they need to be. 


Most dealer prices are lower than they need to be 
because of faulty pricing habits, too much price con- 
sciousness in competitive selling, and the lack of a 
scientific approach to pricing. 


Most dealers today accept the necessity of getting 
a variable markup on the different items of mer- 
chandise in a modern retail building products estab- 
lishment. On the other hand, few dealers realize that 
this variability must extend beyond commodities and 
departments into the complex realm of individual 
items of merchandise within each department. This 
multiplies the complexity of retail pricing by geo- 
metrical ratio. 

Unless and until dealers, year after year, earn a 
net profit of 18% or more on the net worth of their 
business, before taxes, they should adopt optimum 
prices. 


An optimum price is the maximum price under 
which a majority of potential customers will buy a 
satisfactory volume and come back for more. 

An optimum price is a moral price! 

If you apply the science of pricing in your price 
structure, you will not establish a general advance 
in all prices but you will apply the “optimum” 
criterion to each and every price in your yard. 

Large department stores get as much as 150% to 
200% markup on certain items. Today, the dealer is 
more and more a department store of building. 

If you are in the statistical bracket of the average 
dealer, you may yet salvage net profits in 1957 by 
adopting the optimum price policy and by painstak- 
ingly analyzing the profit potentialities in each of 
your individual prices. 

If your profits are on the low side, you should lean 
heavily on the upward side in optimum pricing. 

If a mistake is made on the upward side, it is easy 
to correct, but if you price an item too low at the 
start, it may cost you a lot of money before the 
mistake is caught. 


In applying science to pricing, you should have 
various price levels for: 


1. The quantity consumers buy—the smaller the 
quantity the higher the price. 


2. The service the customers want—the more serv- 
ices, the more margin. 


3. The turnover on the investment in goods. 


In the average retail operation, with its inadequate 
net profit, a complete overhauling of the price struc- 
ture is immediately indicated. 

Each individual price should be microscopically 
looked at in the light of an optimum pricing policy. 

To assist you in pricing for profit, we have pre- 
pared the attached check list as a guide to deter- 


mining where and how you can advance individual 
prices to the point where your business will produce 
a satisfactory net profit. 

Art Hood 


check every merchandise price tag, ticket or item against this 
list and revise prices upward wherever and whenever it is 
practical to do so. 
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Facts you should know before you sell power tools 


No. 2 of a series 


DISTRIBUTION and SERVICE 


Since you want to carry the line 

of power tools your customers 
want to buy, your first consider- 
ation should be the tools them- 
selves—their design, capacities 
and appearance. But, almost as 
important is the manufacturer 
and his method of distribution. 
You’ll find that most power tools 

are distributed by jobbers and 
wholesalers. And, if you decide 

to carry a complete line (multi- 
purpose, plus a wide price range 

of single-purpose tools), you 
could be dealing with 3 or 4 man- 
ufacturers, each represented by a 
jobber or wholesaler with thousands 
of other items to service and sell. 
Factory-to-you service 

When you deal with only one manu- 
facturer (who offers a complete line 
and factory-to-you service), you get 
many advantages. You have one sup- 
plier and only one inventory. You keep 
in direct contact with the manufac- 
turer. His district manager is inter- 
ested in only one line and in helping 


Why Magna is 
America’s most 


wanted power f 
franchise 


MAGNA POWER TOOL CORPORATION 


BUILDING PRODUCTS MERCHANDISER 


Magna's Market-Tailored distribution at work! Your Magna 
factory representative is a power tool expert — can train 
yeur personnel and help you conduct traffic-building 
Sawdust Parties and woodworking demonstrations. 


you sell that line. This makes him 
well qualified to help train your store 
personnel. He also will help organ- 
ize your promotions. In fact, he can 
even help make your store the do-it- 
yourself headquarters in your area. 
Market-Tailored distribution 

Magna’s famous Twin Franchise 
and Market-Tailored distribution 
gives you the kind of power tools your 
customers want and the kind of per- 
sonal factory-to-you service you 





1. Creative engineering 
, 3 Market-tailored distribution 


3. Display complete li 
ool 5. Extra profit f 
6. America’s finest com 
7. Profit you can depend on 
8. Traffic-buildin 
9. Selected franchise rese 


plete | 


ne in less t 


4. Built-in capacity for today’s 
rom repeat business 


want. Your MAGNA representa- 
tive sells only power tools. He 
knows power tools and is an ex- 
pert woodworker. He is super- 
vised by an experienced Regional 
Manager and the two of themcan 
train your store personnel to be 
power tool specialists. They can 
help you put on woodworking 
schools, clinics and in-store pro- 
motions. They will assist with 
your merchandising and adver- 
tising programs. This is personal 
service. You know it’s important 
to your customers, so look for 
it from the manufacturer who sells 


you power tools! 


You may be eligible for a MAGNA 
power tool franchise. Have you talked 
to your local MAGNA District Man- 
ager? He’ll be glad to advise and as- 
sist you in establishing a power tool 
department, tailored to your needs. 
Write for catalogs and complete in- 
formation: Franchise Dept. 752-A, 
MAGNA Power Tool Corporation, 
Menlo Park, California. 


han 50 square feet 


materials 


ine of power tools 


g merchandising 
rved for selected dealers 
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Previews the Big 


Expect 45,000 visitors at “showcase” for hardware in- 
dustry at Coliseum in New York City. More than 1,000 
manufacturers to display products valued at $2 million. Show 
also includes lawn and garden items, light farm equipment 
and fishing tackle. 


A recent survey reveals that over 90% of the nation’s lumber dealers 
are now merchandising hardware. Other pertinent facts: hardware ac- 
counts for 13% of total volume, the average mark-up is 46%, lumber 
dealer sales last year indicate $450 to $500 million in hardware. 

If hardware and allied lines are also becoming increasingly important 
in your store the 12th annual National Hardware Show is truly a “must.” 
For here in one building you can conveniently see, fee] and compare the 
latest efforts of the entire hardware industry. 


Long Established Show 


This will be the 12th annual National Hardware Show and will, from 
all indications, be the biggest yet staged from every point of view. 
Visitor attendance is expected to be up 22% and there is a waiting list 
for exhibit space. 

The first show was limited to hardware but a lawn and garden division 
was added two years ago. The 1957 show will include for the first time 
a special fishing tackle display area in addition to regular sporting goods. 


Hardware and related items 


The exhibitors in this division include both large, well-known manu- 
facturers and small producers of hard-to-get specialties. There will be 
builders and cabinet hardware, home hardware, hand and power tools 
and garage hardware—a complete presentation for the hardware buyer. 

There will be emphasis on pre-packaged hardware, which stimulates 
impulse buying and simplifies change-over to self-service. New “piggy- 
back” package, which speeds sales of related items, will be shown for the 
first time by many manufacturers. Another new merchandising step for- 
ward will be the presentation of the first big-window automatic vending 
machine for pre-packaged items, which completes a sale without store 
personnel. 


Lawn, Garden, Outdoor Living 


More than 100,000 square feet of display space will be devoted ex- 
clusively to lawn, garden and outdoor living equipment and accessories. 
To cite one example, there will be 72 manufacturers showing power lawn 
mowers in all price ranges. 

In addition to basic lawn and garden products, there will be many allied 
items displayed. Included will be screen houses, fencing, patio lights, 
ajo ian machinery and a wide variety of new products profitable 
to sell. 


Fishing Tackle Division 


New this year, the fishing tackle display area proved to be an imme- 
diate space sell-out, because 80% of all hardware stores and departments 
today merchandise fishing tackle. The lines shown will include fishing 
tackle, rods and reels, tackle boxes, and accessories of all kinds. 


Lumber Dealers Urged to Attend 


Management of the National Hardware Show have noted the increased 
volume of hardware being sold by lumber dealers. Frank M. Yeager, 
managing director for the show, urges lumber and building material 
dealer attendance. Retailers may send in for an application form. which 
covers free admission badge and hotel reservations, if reauired. Write to 
National Hardware Show Headquarters, Suite 1103, 331 Madison Avenue, 
New York 17, N. Y. 
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1957 National Hardware Show 


Quick Facts About 
the 1957 Hardware Show 


When is the Show? 
October 14-18. 


Where is the Show? 


At the new Coliseum in New 
York City. 


Where is the Coliseum? 


Near Columbus Circle on the 
southwest corner at Central 
Park. It’s between 58th and 60th 
Streets, where Broadway and 8th 
Avenue meet. 


Who can visit the Show? 


Only dealers, wholesalers, buy- 
ers, manufacturers and manu- 
facturers’ agents. This is strictly 
a trade show. 


How about transportation? 


Public transportation may be 
used. Take the Independent sub- 
way “A” train, or the IRT Broad- 
way local to 59th street. 


Can | drive my car? 


Yes, there is indoor parking in 
the basement of the Coliseum. 
Drive in from 58th or 60th street 
and park your own car. 


What does it cost to attend? 


There is no charge to visit the 
the show. See page on left for de- 
tails on pre-registration. 


What are the show hours? 


From 10 a.m. to 6 p.m. with two 
exceptions. On the first day the 
show opens at 11 a.m. and on 
October 16 it stays open until 
10 p.m. 


BUILDING PRODUCTS MERCHANDISER 





CABINET HARDWARE is merchandised 
from a wall fixture with back panels of 
perforated hardboard. Visually packed 
items are sold from this back area. Hard- 
ware not packed or carded is sold from 
lower shelves which are glass binned. 
Fixtures are by Streater Industries. 


5-ACRE property adjoins 
a shopping center. There's 
53,000 sq. ft. under roof 
with parking for 400 cars. 





Leading Rocky 
Mountain lumber | 


dealer picks .. . 


Hardware as Supermart Traffic Builder 


made of self-service building mate- 
rials and hardware-combination op- 
erations in many parts of the nation 
in order to learn about good and 
bad features. Result is the present 
self-service store in which employes 
are available to customers if help 
is desired. Plans were drawn by 
company executives. 


After years of planning, Ladd’s, Pueblo, Colo., decided 
to feature hardware in new million-dollar self-service store. 
Lumber and building materials are not neglected, but are 


promoted in new, unique ways. 


Hardware is to. be a heavy store 
traffic builder in the huge new 
showroom of Ladd Lumber & Mer- 
cantile Co., Pueblo, Colo. Included 
among the traffic-building lines are 
self-service departments featuring 
hand and power tools, builders’ 
hardware, cabinet and miscellane- 
ous hardware. These lines have 
been expanded over what the firm 
had at its former location. 

Also added were: a wide range 
of sporting goods, housewares, 
small electric appliances, kitchen 
utensils, cutlery, china and glass- 
ware, patio and garden supplies and 
other hardware store-type items, 
never before carried. 
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Largest stocks. “We have the 
largest hardware, housewares and 
building materials supermart in the 
Rocky Mountain region,” claims 
Wilbur Ladd, treasurer of the 40- 
year-old firm. The new supermart 
opened for business August 16. 

“We have 20.000 individual items 
in stock,” Ladd says, “The entire 
operation covers 196,000 square 
feet, with 53,000 feet under roof.” 

The five-acre tract adjoins a re- 
cently-completed shopping center. 
Cost of land, building and stock is 
estimated at $1 million. (Pueblo 
has a population of 90,000.) 

Planning took a year. Planning 
began early in 1955. Study was 


All merchandise is price-marked 
and within easy reach of customers. 
Shopping carts are available. At 
the checkout stand is a cash regis- 
ter which records both the total 
sale and the amount of change 
owing the customer. The store is 
air-cooled. Parking is provided for 
400 cars. 


A covered area at the west end of 
the store, into which customers may 
drive, houses new “Bilder Bargin” 
and “Kwik-Serv” building mate- 
rials sections. The new 46,000- 
square foot storage yard is located 
at the other end of the building. 


(continued on next page) 
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YOU ARE CORDIALLY INVITED TO ATTEND THE 
12th Annual 


NATIONAL HARDWARE SHOW 
at the COLISEUM in NEW YORK CITY 


* * * 


OCTOBER 14°15-16-17-18 


for the trade only 





























Only at the National Hardware Show can buyers find more than $2,000,000.00 
in samples displayed and demonstrated in more than 300,000 sq. ft. 

of floor space . . . see, feel and compare more than 1000 brand new 
items . . . and meet the principals of 1000 leading manufacturers. 


Fill out and return the registration coupon today. Your admission badge, 
which will admit you without further registration, will be mailed to you. 

















NATIONAL HARDWARE SHOW ay - 
[ I suite 1103, 331 Madison Ave., New York 17, N.Y. 
Please check below if you wish us to make hotel reservations for you. 
(Please Print) 
HARDWARE SHOW | im 
STREET 
New York 17, N. Y. MUrray Hill 2-4802 | TYPE OF BUSINESS 
Please check below the classification of your business. 


t 

l 

NAME TITLE 
I 

| 

Executive Offices: 331 Madison Avenue CITY STATE ; 
! 

| 

l 

! 

! 


[-] Wholesaler (] Retailer [_] Dept. & Chain Store Buyer 
(] Importer-Exporter [_] Mfgrs: Agent [] Manufacturer (_] Other 


Minors under 18 yrs. of age will not be admitted under any circumstances. 
me ee cee ces ces ce es ee ce ee ee oe ce ee ee ee ee ee ee ee ee) 


please fill out coupon and mail : ! (_] Please send us your hotel reservation blank. 
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Self-service is not the rule there. 
Pole-type sheds have been erected 
for lumber protection. 

The new operation is manned 
with 50 employes, 10 more than 
were required at the former loca- 
tion. Estimated annual payroll is 
$260,000. 

Lines expanded. Some lines 
handled by the company at the for- 
mer location have been expanded. 
These include adding a new line of 
power tools to the brands already 
merchandised; expanded hand tool 
department for woodworkers, car- 
penters, masons and mechanics. 

Builders’ hardware was in- 
creased, and complete stocks of 
electrical sundries, plumbing sup- 
plies and paint were added. Unfin- 
ished furniture is stocked, with 
opening inventory featuring 45 
different pieces. Home cleaning 
supplies are carried. A complete 
line of kitchen cabinets, sinks, 
ranges and ovens is handled. 

A new “tailored” lumber depart- 
ment will cut lumber to customers’ 
specifications. The home planning 
center has been expanded, and now 
offers drafting service and do-it- 
yourself information. 

To improve service to builders, a 
new contractors’ order department 
has been established. The finance 
department has been expanded and 
the firm is setting up budget ac- 
counts and lay-away purchase plans 
in addition to the usual 30-day open 
account plan. 

Do-it-yourself instruction is to 
be increased, with classes covering 
planning, building, remodeling, dec- 
orating, construction of outdoor 
Christmas decorations and the like. 


Lumber buyers served. Buyers 
of often-called-for lumber and 
building products items are served 
in a covered outdoor area known as 
the ‘““Kwik-Serv Building Materials 
Department.” Here products are 
stored for direct loading into buy- 
ers’ cars. Also in this covered space 
is the “Bilder Bargin’ section, 
planned to handle special sale and 
close-out building products. 


Old-time firm. Ladd Lumber & 
Mercanitle Co. was established in 
1917 at Olney Springs, Colo., by 
A. A. Ladd, Sr., president of the 
company today. He entered the 
lumber business in Denver in 1905, 
managed yards for various owners 
until entering business for himself. 
He has been a resident of Pueblo 
since 1911. 

Ladd has been joined in the man- 
agement of the firm by A. A. Ladd, 
Jr., vice president ; Wilbur M. Ladd, 
treasurer; and John I. Ladd, secre- 
tary. Other key executives of the 
company include Calvin L. Ripley, 
wholesale and project sales man- 
ager; Roy Dickson, retail sales 
manager; E. L. Ruddick, hardware 
manager; Fred Newhard, paint 
manager; and John E. Hill, credit 
manager 
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HAND TOOLS of every needed type are sold from this wall fix- 
ture. Stock includes everything from handyman quality to pro- 
fessional grades. Doorway at right leads to cutting room. 


i i i island fixtures, just in front of 
PAINT DISPLAY is compact, convenient. Sundries are on is ; 
the wall fixture used for paint. Brushes and rollers are displayed from a recess on the 
wall unit. Bolts are sold from drawers on the left. 
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SPORTING GOODS department sells guns, shells, fishing tackle. 


Barbeque equipment is in foreground. 


CLEANING SUPPLIES take quite a bit of wall space, but have 
sold well in the new store. Decision to handle cleaning supplies 
in volume was based on good sales for products in the old store. 


LUMBER’S HARDWARE OPERATION 


GLASSWARE and household cutlery be- 
came a department because of increased 
traffic of women in the modern yard. This GALVANIZED ware section merchandises products needed in every home. 


section has already proved to be excellent Garbage can, pails, gasoline cans, funnels and other related items make up 
for "plus" impulse sales. the department. 





EDITOR’S WARNING will not do the job. Ladd’s have enough floor 

The dealer expanding his hardware depart- area to fully cover full hardware lines, plus all 

ment to include sporting goods, giftware and essential lumber and building materials. In a 

the like must have adequate space to do a good store, hardware for the home should come first 

job with these products. There is a basic stock and then other lines may be added as store 
list for these items and a “token” display just area increases. 
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Better Building Begins 
with KANT. SAG 


SUPPORTS 


Greatest 
advancement 

in structural 
supports in 

the past 50 years! 





@ One size does the job on 6”, 
8”, 10” and 12” joists 

@ Available in all widths 

@ Pay for themselves many 
times over in labor savings 


@ Support 4-ton load at point of 
contact 

@ Perfect fit without notching or 
shimming 

@ Drilled both ways for nails or bolts 

@ Serve as Tie-in plus support of 
structure 














FRAMED CHIMNEYS 











= pesos 
LOWERED CEILINGS ADD-ON PROJECTS 


The SAG is Gone for Good 
with KANT, SAG 


SHELF and POLE 
BRACKETS 


@ Ends sagging poles and 
shelves 

@ Sturdy black wrought iron 
—enhances the appear- 
ance of any closet 

@ Accommodates standard 
shelves and 1%” poles 

@ Save $$ installation time 

@ ideal for center support 
for long poles 


Write for Complete Information 


ip)umiten STEEL PRODUCTS CO. 


104 W. 86th St. ° Minneapolis 20, Minn. 
Circle No. 14 on Coupon ,page 68. 
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Self-Service for Hardware 


Hardware and hand tools are enclosed in a “store 
within a store” at Forest City Material Co., Brooklyn, 
Ohio. The overall showroom is 20,000 square feet, 
featuring building products and specialties on a 
sample display basis, together with many model rooms 
for package selling. A 514’ high partition completely 
encloses the self-service hardware section, with a 
single checkout in center of showroom, as pictured 
above. Paints are included in the hardware section. 
A separate cashier handles sales of lumber and mate- 
rials. 


Perforated Hardboard for Doors 

Perforated hardboard on the doors of wall fixtures 
now makes it easy to show customers up-to-date sam- 
ples. Ruby Lumber Co., Madisonville, Ky., has this type 
of fixture and uses it to advantage for builders’ and 
cabinet hardware. All items are priced. Reserve stock 
is back of the doors or on lower shelves. 


Space-saving Bolt, 
Screw Fixture 


In just a few feet of 
space this manufacturer- 
supplied fixture does a 
good selling job for fast- 
moving screws and bolts. 
Visual packaging further 
increases the impulse sell- 
ing potential. Berry Street 
Lumber Co., Ft. Worth, 
Tex., reports excellent 
sales results with this unit, 
at right. 
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They open doors 


to large-lot sales: 


Madison Newport Hudson Atlanta 


Litchfield Knob, Brandywine Knob, 
Glamour Trim Sapphire Trim 


Yale locksets offer you easy 
installation in designs to please 
the most selective customers 


For builders who want built-in prestige to boost the appearance and price 

of their homes, Yale’s key-in-knob design sensations are the economical answer. 
With simplified installation at its time-saving best, you can vary 

lockset designs to suit the buyer with the elegant lines of 


Brandywine and Litchfield Designs 


in brass, bronze or aluminum, and a wide selection of trim designs at no extra cost. 


The Yale & Towne Manufacturing Company 
Lock & Hardware Division, White Plains, N.Y. 


YALE & TOWNE 
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Know builders’ hardware. A good knowledge of builders’ hardware can be acquired 
by attending one of the special schools sponsored by hardware manufacturers. (Ke 
men at Rio Grande Lumber have attended nine such schools in the past four ot 


“Main line" treatment. This means maintaining a good stock, complete with both 
basic items and specialties, in a quality grade and a price grade. 


Sell by showing. Set up a special hardware sample display room or display area in 
your store, where builders’ hardware sale can be concentrated. Be sure your building 
material salesmen sell hardware, too. 


Find aggressive jobber. Together you and he can develop all the sales potential for 
builders’ hardware in your market in orderly fashion. 








Dealer hardware specialist tells you 


How to Sell More Builders’ Hardware 


The author of the four points at 
the top of this page is Ray S. 
Robinson, in charge of the contract 
hardware department at the Rio 
Grande Lumber Co., one of the 
well-established retail lumber and 
building material firms in Salt 
Lake City, Utah. 

Robinson’s experience in retail 
lumber and building material sales 
gives him an appreciation of the 
hardware selling problems of the 
average lumber yard. “The basic 
requirement,” he said, “for im- 
proved hardware sales is simply to 
be more hardware-minded.” 

Robinson is one of five builders’ 
hardware consultants in the Utah- 
eastern Idaho area. In addition to 
his work calling on architects in 
this region to secure specification 
of his hardware brands, he super- 
vises retail hardware sales for Rio 
Grande. 


Here are your answers. To 
make the essence of his experience 
available quickly to retail lumber- 
men, Robinson was asked a series 
of questions: 

Q. Mr. Robinson, how can a re- 
tailer sell builders hardware 
against attractive cut-price com- 
petition with its often-inferior 
merchandise? 

A. Better service is always more 


important than slightly lower price 
to the small-volume custom con- 
tractor, who is the retailer’s best 
customer. On the average house 
job with a total cost for builders 
hardware of $150 to $200, $10 one 
way or the other doesn’t make a 
difference if the contractor gets 
good service and good hardware. 


Q. What do you mean by “good 
service”? 

A. You should have a good stock 
of samples to help sell the home- 
owner customer of the contractor. 
He wants something different and 
doesn’t want to buy out of a cata- 
log. 

Display these samples in a spe- 
cial sample room so they can be 
presented properly. Be sure your 
name is on any sample you take 
out and leave on loan with a cus- 
tomer. We have our name on 
printed scatch tape on each sample 
board. Make use of the literature 
your manufacturer supplies. 

A good inventory is important, 
too. We found we benefited by in- 
creasing our inventory of specialty 
hardware items, the things other 
retailers don’t have. This was ap- 
preciated by our contractor 
friends. 

Take a tip from the hardware 
consultant and make up a hard- 
ware schedule for the contractor 


SPECIALIZED HARDWARE KNOWLEDGE 
helps Ray Robinson pick two locksets well 
suited to owner's taste. Special sample 
room helps make hardware sale easy. 


SAMPLES OF HARDWARE can be taken 
to prospect's home for selection; Robinson 
marks such samples with his firm's name to 
prevent loss. 
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so the carpenter knows what hard- 
ware goes where. 

Finally—and this is most impor- 
tant of all—be sure all your men 
know hardware. Send them to the 
special schools conducted by manu- 
facturers. Have regular. sales 
meetings on builders’ hardware 
subjects. Hardware knowledge will 
place you far ahead of your com- 
petitors. 


Q. What is the best way to begin 
to increase builders’ hardware 
sales volume? 


A. A good tie-up with an aggres- 
sive hardware jobber or contract 
hardware specialist is valuable. 
Their salesmen will help you set 
up to work to cover 100% of the 
builders’ hardware markets in your 
area. They will aid in setting up 
displays, in sales training and in 
finding the hardware markets they 
have never been able to serve be- 
fore because of lack of aggressive 
retail service in the community. 


Q. Who is the lumber dealer’s 
best retail customer for builders’ 
hardware? 


A. Dealers have opportunities to 
make sales on many types of con- 
struction never followed up by the 
hardware specialist. These jobs in- 
clude locally designed, financed 
and constructed medical clinics, 
groceries and other commercial 
and industrial buildings, especially 
those in the smaller towns. 

In addition, you would be sur- 
prised how many local contractors 
have never been called on by local 
hardware sellers. Smaller contrac- 
tors have always presented a sales 
problem to the contract hardware 
seller, who competes with the lum- 
ber dealer. The problem is that 
any contractor who has an estab- 
lished office can buy hardware as 
an industrial account from the 
distributor. However, the small 
volume contractor is too difficult 
for the hardware specialist to 
serve because of small volume pur- 
chases. 


Q. How should the retailer buy 
builders’ hardware — for lowest 
price or for best brand? 


A. The most successful purchas- 
ing policy is to select a good manu- 
facturer, serviced in your area by 
a good distributor or contract 
hardware specialist. A good manu- 
facturer will be able to supply you 
with two lines of basic builders’ 
hardware, at least. You can stake 
your local retail reputation for 
quality on both of these lines. 

One of them will be a quality 
line. The other will be a price line 
which will stand up to rigorous 
durability standards. Apart from 
occasional special buys, you have a 
tremendous advantage by sticking 
to one brand name; the trouble 

(continued on page 34) 
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ALL WOOD SCREWS 


“a 
mee 


i 


i AS FR OR Dak 
Pe Oe Ce Oe 


SERVE-SELF 
DISPLAY 
REDUCES 

YOUR COSTS 


NEW BRILLIANT 
PACKAGING 


You HAVE to sell screws — so why 
not use this high-profit, low-selling- 
cost method? Self-service merchan- 
diser makes it easy for the customers 
to buy. Generous quantities in one- 
price clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 


DraweRacks 
WITHOUT BOXES 


59¢ Eacu 


ARE “SPEED-IZED" (PRE- 
LUBRICATED) FOR EASY 
DRIVING IN HARD WOODS 


ey 


ADVERTISED NATIONALLY! 


Every month, from September 

through April, good-sized adver- YO 
tisements on ‘STOCK your As 

SHOP” screws appear in these 
leading publications — POPU- 
LAR MECHANICS MAGA- BB d 
ZINE, POPULAR SCIENCE 

MONTHLY, and THE SAT- 
URDAY EVENING POST. We Most leading hardware whole- 
are trying, with over 8,000,000 solers will have “STOCK your 
impressions every month, to SHOP” screws ready for prompt 
direct buyers to your store. Be delivery. Put “STOCK your SHOP” 
ready for them! on your Wont Lists. 





ELCO kxo SCREW CORP., ROCKFORD, ILL. 
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From Insular... PHILIPPINE MAHOGANY 


graded after drying to assure full count, finest quality 


Since Ilco grades and measures all lum- 
ber after kiln-drying it, you are assured 
of both full count and finest quality in 
your footage. And for maximum pro- 
tection, paneling, molding, door jambs, 
and S4S lumber are ail steel strapped 
and wrapped in waterproof paper. 


Scientifically kiln-dried—All Ilco lumber 
is scientifically kiln-dried in the com- 
pany’s own kilns. The result is increased 
fiber strength and substantially improved 


Write today 


for free 
booklets! 


MOLDINGS 

Illustrated booklet showing 
complete selection of llto moldings 
—casings, bases, stops, rounds, etc. 


with the following free booklets: 


[_] Moldings 


f------------ 


hardness as well as bending and com- 
pressive strengths. And, of course, the 
wood is more easily worked. 


Uniform stock—Because all Ilco timber 
is grown in the same area on the island 
of Negros and then processed at the 
Orient’s largest and most modern mill, 
you get lumber that is remarkably uni- 
form in both texture and color. Ilco 
Philippine Mahogany never fails to meet 
NHLA standards. 


EXTERIOR FINISHING 

Illustrated booklet with complete instruc- 
tions on how to insure the lasting beauty 
of Iico Philippine Mahogany siding. 


PANELING and SIDING 

IMustrated booklet showing complete 
selection of Iico paneling, siding and 
other mill products, such as flooring 


INSULAR LUMBER SALES CORPORATION 
1403 LOCUST STREET, PHILADELPHIA 2, PA. 


Please send me the name of my nearest Ilco Philippine Mahogany distributor together 


[_] Paneling and Siding 


INSULAR LUMBER SALES CORPORATION 


1403 Locust Street, Philadelphia 2, Pa. 
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SELL MORE HARDWARE 


(begins on page 32) 





with too many price deals is that 
you tend to build up an inventory 
of cats and dogs, with no complete 
stock in any brand. 


Q. What basic stock would you 
recommend for a retail lumber 
dealer who is seriously interested 
in increasing his volume and profit 
from builders’ hardware? 


A. Quantities of the various 
items will vary with the size of the 
market to be served; the following 
items should be carried by every 
retailer hoping to build up a name 
as a hardware seller: 


Locksets —this is the corner- 
stone of your hardware business. 
If they like your locks, you’ll get 
the coat hooks, shelf hardware and 
everything else. 


Butts—too many dealers figure 
a dull brass 314” butt goes on every 
door. This isn’t so. There are 
proper places for a surface-type 
butt, for a ball bearing butt, etc. 
Part of quality is furnishing the 
right item, in the proper finish, for 
the job at hand. 


Door closers — this does not 
necessarily mean heavy commer- 
cial closers, but screen door and 
light residential closers, plus dou- 
ble-acting dining room door 
closers. 


Cabinet hardware—try to offer 
something a bit different, not 
merely polished chrome concave 
knobs. 


Shelf hardware, brackets, 
hooks, kitchen and closet acces- 
sories—you must build a business 
for these. Let people know you 
carry them. Adjustable shelf 
standards are coming more into 
prominence as a good item. 


Miscellaneous items — door 
stops, sash and window hardware, 
push-and-pull plates, kick plates, 
overhead door holders, sliding door 
hardware and pocket door kits, 
barn door hangers and track, bar- 
rel bolts, flush bolts and surface 
bolts. 

Handrail brackets, letter box 
plates, mail boxes, house numbers, 
name plates, screen door grilles 
and hardware, weatherstripping 
(this last fits with hardware, for 
if you get the door hardware you 
can get the weatherstripping, too), 
bathroom fixtures. 


Specialties—have the specialty 
items your competitors don’t have 
—the newest and most novel; this 
builds business for you. 

Rio Grande also sells a full line 
of power tools and conducts wood- 
working schools for home crafts- 
men. 
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How to answer 
your customers’ 
questions 


Q. Where can I recommend latex 
paints for interior application? 


For interior painting over: 
fresh plaster * primed wood trim * fibre- 
board * primed or treated metal * gypsum 
board * concrete, cinder block and brick * 
wallpaper (except some metallic inks). 


Q. Why are they better for interiors? 


pres mtaster: They require no zinc sulfate wash— 
seal effectively over freshly dried plaster—do 
not react with the alkali which may be present 
to produce blisters and failure of the paint film. 


FipresoarD: They provide an effective seal coat over 
fibreboard. 


Gyesum soaro: Latex paints do not strike in and 
photograph through the plaster patching over 
nail holes and seams. 


waurarer: Latex paints cover wallpaper with a 
durable film that seals the porous paper surface 
and holds out dirt, stains and moisture. 


PRIMED WOOD TRIM AND PRIMED METAL: Because latex paints 
contain water, it is best to prime wood and 
metal with an oil primer to prevent contact 
with the bare wood or metal. 


CONCRETE, CINDER BLOCK AND Brick: Over such surfaces 
latex paints give a uniform appearance in spite 
of unevenness in surface porosity. Of course, 
the resistance of latex paint to alkali is essen- 
tial to successful painting of masonry surfaces. 


[Trex This information is taken in part from 
gm | our complete booklet called “Latex 

Paint And What You Want To Know 

About It”. Copies are available free 

upon request to established paint 

t : dealers. We do not manufacture latex 
paints, but we are America’s leading supplier of 
latex to the paint industry. THE DOW CHEMICAL 
COMPANY, Midland, Michigan, Dept. PL 1805A-1. 
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If you are not a Simplicity Dealer, write us today 


Don’t miss this profit opportunity! For 36 years, PLUS e liberal initial stock-order discounts 
Simplicity has been America’s most-wanted name in 
lawn and garden power equipment. Now Simplicity 
steps up POWER to step up your sales: 


@ Spring dating privileges 


® generous Co-op advertising and factory- 

paid local newspaper campaigns 
POWERFUL PRODUCTS ® Today’s Simplicity 
line is the culmination of 36 years of progressive en- 
gineering and the finest power-equipment technology in 
the industry. Simplicity equipment is engineered better, 
built better, and tested better than any other line. 


e highly competitive pricing on America’s 
highest-quality line 


®sound engineering that minimizes 
service costs and problems 


® field-tested equipment put through 


POWERFUL PROMOTION e Bringing the rugged tests before you sell it 


strength of powerful advertising to bear in your local 

market through big factory-paid newspaper advertise- IMPORTANT @ Select franchises are still available 
ments, Simplicity actively solicits customers for your for qualified dealers. Use coupon, write, wire or tele- 
store. Our dealers report the 1957 newspaper campaign phone to find out if a Simplicity franchise is available 
was the finest and most productive in their experience. in your locality. 


there’s Big Money in the 


5 FABULOUS 


Simplicite 


U.S. PAT. OFF. 


~ 


ey 4 ‘ 7 
Stepped-up Ap range eacroRs to 7h. a wae ‘Is tirst with a reverse on a rotary tiller- 
2% tip. mode 2. forward spe tg. reverse. _ Piitaratett Complete design change plus 2% h.p. Touch- 
Also two “).ps.and 7 h.p. unite With Duomatic » . Viot-the-ting er reverse gear provides quick backing, eas- 
day 4 ing orse. vork and handling Seung tight corners. ‘ 
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NEW. WONDER-BOY 
instant sales success din 1957,. 
.the Wonder-Boy now has more. 


around hedges and: biished, ar : 
L"ghorter time to mow lanes 


“small. 
Rea, 


(hh Wwe 
Fxg uN 
« bth ‘ = ’ e 
Hanirerury ¥, America’s No. 1 Line 
AN v2, of Lawn and Garden Equipment 


1957 was a great year for Simplicity 
Dealers. Was it a great year for you? 


SIMPLICITY MANUFACTURING COMPANY 
Port Washington 9, Wisconsin 


Become a Simplicity Dealer NOW as Gentlemen: Please send me full details on how I can 


become a Simplicity dealer, and send me literature on 


PROMOTE THE POWER LINE (.....) Wonder-Boy Riding Mower 


( ) Roticul Rotary Tiller-Cultivator 


and PROFIT! ( ) Simplicity Garden Tractors 


Name 


Mail this coupon for information 


Company 


Address 


SIMPLICITY MANUFACTURING COMPANY 


Port Washington 9, Wisconsin | City 
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What You'll See at the Hardware Show 


Here’s an advance showing of some of the latest products, which 
will be introduced at the National Hardware Show at the New York 


Coliseum, Oct. 14-18, presented by American Lumberman in coopera- 


tion with manufacturers who are exhibiting them. 


Counter Reel Merchandiser 


A new counter reel merchandiser 
puts a first grade 100% Manila Rope 
display into an 8” x 18” area. Reels 
are pre-measured 50’ and 100’ lengths. 
Item is shipped complete and set-up 
ready for display use. Rope sizes 
available in this put-up are 4%”, 3%” 
and %”. John H. Graham & Co., Inc., 
Dept. AL, 105 Duane St., New York 
a, N.Y. 

Circle No. 201 on Coupon, page 68. 


Carpenter's Angle Square 

A new 16” x 24” alloy metal carpen- 
ter’s angle square for super-accurate 
measuring is available for do-it-your- 
selfers as well as professional use. Ideal 
for improving and finishing attics and 
basements, it has these timesavers: 
graduated 1%, %, 40, Yo; the Essex 
table; the brace table, and the new 
quick angle scale measurements, which 


will give you any degree and pitches 
from 30° to 80° at a glance, maker 
says. The Fairgate Rule Co., Dept. AL, 
Cold Spring-on-the-Hudson, N. Y. 
Circle No. 202 on Coupon, page 68. 


Black & Decker Tools 


Black & Decker Mfg. Co. is featur- 
ing its new % hp heavy duty router, 
which will be demonstrated on request, 
at the National Hardware Show. Other 
products will include a new 4” drill 
jig saw attachment and three new 4” 
drill kits, as well as a new hedge trim- 
mer and a new lawn edger. All other 
Black & Decker hardware line tools, 
accessories and merchandisers also will 
be exhibited. The company also will 
exhibit its Yard ‘n’ Garden line. The 
Black & Decker Mfg. Co., Dept. AL, 
Towson 4, Md. 

Circle No. 203 on Coupon, page 68. 


Door Bumpers 

A new 70° to 100° adjustable hinge 
pin type door bumper is made for 
doors that open only part way. Made 
from Zamac zine alloy and finished 
in brass, nickel, bronze or chrome. Can 
be used on top or bottom of door 
hinge. It has two rubber shock ab- 
sorbers and will not mar walls or 
framework. Also available is a single 
adjustable door bumper for doors that 
swing against the wall. The single 
bumper is made in the same four fin- 
ishes as the double door bumper. Gor- 
don Associates, Inc., Dept. AL, First 
St., Derby, Conn. 

Circle No. 204 on Coupon. page 68. 


"“One-Man" Ladder 


A 40’ aluminum extension ladder 
comes in a specially designed tract of 
five sections consisting of a top, bottom 
and three interchangeable middle sec- 
tions. Designed for efficiency, it can 
be stored in a space 15%” wide and 8’ 


Food Preparer 

KitchenAid electric food 
preparers are offered in 
3, 4 or 5-quart sizes and in 
a wide range of decorator 
colors. The line of attach- 
mente is complete. The Ho- 
bart Mfg. Co., Dept. AL, 
Trey, Ohio. 


Circle No. 205 on Coupon, page 68. 
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Streamlined Stapler 

The design of the 25 
stapler is sleek. Precision 
engineered, the machine 
features a patented mech- 
anism said to make it jam- 
proof. Arrow Fastener 
Co., Dept. AL, 1 Junius 
St., Brooklyn, N. Y. 


Circle No. 206 on Coupon, page 68. 








Three Tools in One 


A jigsaw attachment is 
a key feature of the new 
No. 20 SpeedDrill. The 4%” 
electric drill also has a 
sander-polisher attach- 
ment. Thor Power Tool 
Co., Dept. AL, Prudential 
Plaza, Chicago 1, Il. 
Circle No. 207 on Coupon, page 68. 


Ranch-Style Mailbox 
Designed out of heavy 
gauge, rustproof steel, 
baked lacquer finish, this 
mailbox features built-in 
louvres, keeps rain out. 
Rembrandt Hardware 
Mfg. Co., Dept. AL, 739 
Fairfield Ave., Kenilworth, 
Circle No. 208 on Coupon, page 68. 
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high; it can be transported in the 
trunk of a car and can easily be raised 
or lowered by only one man. It also 
can be disassembled and used as five 
single 8’ ladders, a 24’ or a 16’ ladder, 
etc. Top section has aluminum cast 
wheels so that it can be rolled up 
against a building when being raised 
or lowered. Scranton Aluminum Mfg. 
Co., Dept. AL, 419 S. Wyoming Ave., 
Scranton, Penna. 
Circle No. 209 on Coupon, page 68. 


Arco Screw-Drill 


The Arco Screw-Drill is said to as- 
sure quick, easy, accurate screw driv- 
ing. All in one operation, this low- 
priced tool drills pilot hole for threads, 
shank clearance, countersink for screw 
head and counterbore for plastic wood 
or plugs, says maker. Also can be 
used for all flat, round, or oval head 
woodscrews to insure 100% holding 
power of each thread, it is said. Has 
%” shank to fit hand and electric 
drills, drill presses, ete. Drills wood, 
plastic, fiber, sheet aluminum. Arrow 
Metal Products Co., Dept. AL, 421 W. 
203rd St., New York 34, N. Y. 

Circle No. 210 on Coupon, page 68. 


Day-Glo Signs 

Hy-Ko Products Co. announces its 
new Day-Glo signs, along with its 
regular line of reflecting house num- 
bers, letter and signs. The newest ad- 
dition to the Hy-Ko Products line con- 
tains such wanted signs as For Sale, 
Exit, For Rent, etc. Hy-Ko Products, 
Dept. AL, 6813-15 Wade Park Ave., 
Cleveland, Ohio. 

Circle No. 211 on Coupon, page 68. 


Power Tool Display Board 


Wen Products is introducing its No. 
10-W_ self-merchandising display 
board, which gives a dealer a four 
basic power tool display in a mini- 
mum of space. On the board are four 
leaders of the Wen line of electric 
power tools, a “quick-hot” soldering 
gun, power sander, power saw and 
a power drill. The display board and 
electric power tools (there are now 
11 items in the agg are available 
from Wen Products, Inc., Dept. AL, 
5808 Northwest Highway, Chicago, III. 

Circle No. 212 on Coupon, page 68. 


All-Purpose Carriers 


These carriers especially lend them- 
selves to the one stop do-it-yourself- 
ers, on either a sale or rental basis. 
Model No. 300 Ultra-Rak fits on any 
car in a jiffy without tools and is 
said to be ideal for carrying boats, 
luggage, ladders, pipes, lumber, etc. 
The 1000-pound capacity Flo-Line 
Reddi-Rak comes completely assem- 
bled in attractive individual packages. 
Model No. 100 Reddi-Rak, Jr., is said 
to be ideal for most all-purpose loads. 
All three racks feature the ingenious 
key-lock system, which permits easy 
removal of web straps. Also available 
are 30 other models. Market Forge 
Co., Dept. AL, 25 Garvey, Everett 49, 
Mass. 

Circle No. 213 on Coupon, page 68. 
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Ferry Spike Light 

A well floodlighted building is as- 
sured by the use of the Ferry Spike 
Light. The light has a strong spike 
to sink in the ground while the focus 
may be adjusted up or down. It is 
made of aluminum and comes with a 
heavy-duty cord to withstand any 
outdoor conditions, says maker. For 
locations where it would be best to 
have the light several feet off the 
ground, the spike is easily removable 
and the light hung up by means of 
the holes in the base. In addition to 
demonstrations of the light, a com- 
plete line of Ferry electrical products 
also will be on display at the National 
Hardware Show. lh Mfg. Co., Inc., 
Dept. AL, 3116 Spring Garden St., 
Philadelphia 4, Penna. 

Circle No. 214 on Coupon, page 68. 


Skil Brazes Grit on Steel 
Six types of tools are being mar- 
keted by Skil Corp. with its new long 
lastin tungsten-carbide abrasives. 
They include a toothless circular saw 
blade, which sands as its cuts (fore- 
ground), a standard size grit shoe 
for powered orbital sanders (left) and 
a hand sander with grit shoe (right). 
The other tools are a grit file and grit 
sleeves and rods for spindle sanders. 
The tools are being sold under the 
brand name of Perma-Grit T-C Abra- 
sives. Skil Corp., Dept. AL, 5033 

Elston Ave., Chicago 30, III. 

Circle No. 215 on Coupon, page 68. 

(continued on next page) 


Metal Mender 


Do-it-yourselfers can use 
Magic Plastic Aluminum 
for repairing leaky roofs, 
gutters, cracked pots and 
a. A real metal in paste 
orm. Magic Iron Cement 
Co., Dept. AL, 5403 Bower 
Ave., Cleveland, Ohio. 


Circle No. 216 on Coupon, page 68. 


Glaziers’ Points 


Window glass can be 
quickly installed with a 
new line of glaziers’ push 
points. No special drivers 
are required, making the 
points easy to use by 
hobbyists. Red Devil Tools, 
Dept. AL, Union, N. J. 


Circle No. 217 on Coupon, page 68. 
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The FireTender 

A new multi-purpose 
tool, the FireTender re- 
places poker and tongs. 
Permits user to lift a log 
or a small ember with only 
one finger. Centre Brass 
Works, Dept. AL, 2323 
Haviland, New York, N. Y. 


Circle No. 218 on Coupon, page 68. 


New Package & Rack 

Tipon furniture and ap- 
pliance touch-up units are 
now packaged on bubble 


cards. In addition, wire 
rack displays for the pack- 
aging are available. Tipon, 
Dept. AL, 225 W. 34th St., 
New York, N. Y. 
Circle No. 219 on Coupon, page &. 
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” TURNBUCKLES LINE 


, Saves Money and Time! 


1. Packaged for quick iden- 
tification and easy sales. 


és 


© = 


Immediate shipment on 
orders from a central lo- 
cation insuring quick 
delivery. 
. A complete line elimi- 
nates losses on shipping 
eb charge minimums. 


7 


Be for easy profit... display and 





oe sell them all 


TURNBUCKLES EYE BOLTS a door 
“Alumaloy” bod- wrought nuts, 
jes. steel hooks orgy zine plat- 


and eyes ed. Assembled 


Pl pox rods with 
sturdy “Aluma- 
loy” bodies 
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EYE BOLTS 
with lag thread, 


turned eye 
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SCREW HOOKS 
round end ceil- 
ing type, in steel 
or brass 
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U-BOLTS 
bright zinc plat- 
ed, with plates 
and hex nuts 
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SCREW EYES 


aCe 


S$ & 8 HOOKS 
large, medium steel or brass, in 
and small eyes, a wide range of 
in steel or brass sizes 


Shs. 
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PORCH SWING... 
CLOTHES LINE... 
HAMMOCK HOOKS 


SCREW HOOKS 
square bend, curs 
tain sod hooks, 
steel or brass 


».. PLUS 


CUP HOOKS... 
SHOULDER HOOKS 


brass with firm 
base 
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ie ee eed 
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TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


Circle No. 61 on Coupon, page 68. 
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Ca eile see unt. 100 “OOM YOURSELL 


PERMANENT MULTIPLE ELECTRIC OF 
STAR? FROM ANY WALL OUTLET 


Multiple Outlet System 


Cable Electric Products announces 
a permanent multiple electric system, 
which the homeowner can install him- 
self easily and cheaply. Called Snapit 
Inter-Line, the permanent multiple 
electric outlet system can be put to- 
gether as easily as a child’s inter- 
locking toy, maker says. Only a screw- 
driver is needed, yet electric outlets 
can be placed where they are needed. 
Inter-Link can be used in every room 
of the home. Made of lustrous high- 
impact ivory plastic, it may be paint- 
ed if desired. Cable Electric Products, 
Inc., Dept. AL, 234 Daboll St., Provi- 
dence 7, R. I 

Circle No. 220 on Coupon, page 68. 


Recess Fixture Clamp 


A simple clamping device is said 
to permit the easy installation of 
chrome recess bathroom fixtures. Any 
handyman, it is claimed, by following 
easy steps on an instruction sheet, 
now can securely install recess type 
fixtures in a matter of minutes in 
either plaster or dry wall. Packed 
three to a box. Irmanton Products, 
Inc., Dept. AL, 80-24 Trotting Course 
Lane, Glendale 27, N. Y. 

Circle No. 221 on Coupon, page 68. 


Home Repair Material 


Devcon, The Plastic Steel, is a 
home repair material that is said to 
harden into a steel-like mass within 
two hours. A mixture of 80% steel and 
20% plastic, Devcon can be used to 
patch any material, bonding itself to 
iron, steel, brass, wood, plastic and 
other surfaces. A special hardening 
agent, supplied in every Devcon kit, is 
added to the putty-type material. Al- 
though it can be worked like modeling 
clay, Devcon when hard can be drilled, 
tapped and sawed. Devcon Corp., Dept. 
AL, Danvers, Mass. 





Circle No. 222 on Coupon, page 68. 
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Taskmaster Power Workshop 


A complete 49-piece Taskmaster 
Power Workshop (KU-131) has com- 
binations for drilling, sawing, polish- 
ing, grinding, buffing or mixing paint. 
Ideal for the small workshop area, 
the KU-131 can be used as a bench or 
portable saw and jig saw. You can 
do precision drilling with the vertical 
drill press or it can be used as a port- 
able drill. Portable Electric Tools, 
Inc., Dept. AL, 320 W. 88rd St., Chi- 
cago 20, Ill. 


Circle No. 223 on Coupon, page 68, 
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Screw Driver Display 


A new screw driver display, Stock 
No. X-1, has been designed to combine 
the advantages of the “dump deal” 
with the visual appeal of high cost dis- 
plays. Only three dozen drivers are on 
the display in six assorted sizes. The 
three-color display comes as a complete 
unit package, complete with screw 
drivers, ready to go. Each regular type 
blade is fully ground and polished; 
each Phillips-type is bright plated to 
prevent rust. Rosenberg Bros. & Co., 
Dept. AL, Smithtown, L. I., N. Y 


Circle No. 224 on Coupon, page 68. 


Shelf Brackets 


Smith-Wolff Co. announces it is in- 
troducing gray shelf brackets at the 
National Hardware Show, plus other 
builders’ hardware items. Smith-Wolff 
Co., Inc., Dept. AL, 261 Broadway, 
New York 7, N. Y. 


Circle No. 225 on Coupon. page 68. 
(continued on page 42) 
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Pack River QUALITIZED lumber from 
our U.S. mills can now be shipped 
in banded units on a daily basis. . . 
loading 1’’ and 2” lumber in 40’ and 
50’ double-door cars. 

This optional service means real 
savings to lumber dealers equipped 
for fork truck unloading. Hand un- 
loading is much easier, too—no 
“jumbled” cars, no damaged lumber. 

The cost? A very reasonable $1.00 
per 1000 ft. for strapping into stand- 
ard units approximately 48’ wide, 
44"’ high and only $2.00 per 1000 ft. 
for the type of loading pictured. 

Call Packy for this new carload 
lumber service . . . easier to unload 
because it’s Pack River UNITIZED... 
easier to sell because it’s Pack River 
QUALITIZED .. . now end-branded! 








QUALITIZED 
LUMBER, LATH 
TENEX WAFER 
PANELS & OTHER 


ff SPECIAL PRODUCTS 
7 Engelmann Spruce, Larch, 
at Douglas Fir, Idaho White 
Pine, White Fir, 
= TREE FARM jnjand Red Cedar, 
Po 
PRODUCTS  [orierss Pine 


Lodgepole Pine 


— 

l1ver call Packy for 
QUALITIZED lumber 
...now end-branded! 
P.O. Box 1452 
Spokane, Wash. 


Member: National-American Whole’ sale Lumber Association 
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Feels good @ in the hand... 


Looks @ good to the eye... 


Stays good through @ the years... 


A full two-inch knob of Heavier Metal. 
Larger and better shaped. Note how it Concaves. 
Generous size Rose. No skimping anywhere! 


Styles for every function, including Key-in-knob 


SKILLMAN 


MAYFAIR DESIGN 





Skillman Hardware Mfg. Co. 
Trenton 4, N. J., Dept. U-10 
Please tell us about the Mayfair 
Design Knob and the 1600 line, 
of which it is part. 





__Firm 





Address 


ee Ne em RR rh at SS A 
Since 1865 one of America’s largest line buliders’ hardware manufacturers. 
Circle No. 39 on Coupon, page 68. 
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(begins on page 38) 











See-Through Cards 


Molly screw anchors en- 
veloped in clear plastic on 
stiff cards now are avail- 
able. Each card contains 
two screw anchors; packed 
12 cards to a box. Molly 
Corp., Dept. AL, Reading, 
Penna. 


Circle No. 226 on Coupon, page 68. 


100 Years of Quality 


Cocker is celebrating its 
100th year of manufactur- 
ing by introducing a new 
line of saw blades for in- 
dustrial and homeowner 
use, at no increase in price. 
Cocker Saw Co., Dept. AL, 
Lockport, N. Y. 


Circle No. 228 on Coupon. page 68. 


mouldings... 


STANDARD MOULDING wee 


WOU 


Screwdriver Dept. 


A new self-service 
screwdriver dept. contains 
39 screwdrivers—3 each of 
13 of Fuller’s best-selling 
numbers—and 9 wood chis- 
els. Fuller Tool Co., Dept. 
AL, 3522 Webster Ave., 
New York, N. Y. 

Circle No. 227 on Coupon, page 68. 


Two-Way Sander 


A double-action sander 
combines both straight-line 
and orbital sanding action 
in one piece of equipment. 
Cummins Portable Tools 
Div., John Oster Mfg. Co.; 
Dept. AL, 5055 N. Lydell, 
Milwaukee, Wis. 

Circle No. 229 on Coupon. page 68. 

(continued on page 46) 
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1.00 


Makes it easy to select and order by number the 
patterns you want for any use. Shows over 250 
mouldings in actual size perspective, with full de- 
tail of outline, and description of dimensions, 
price and use. 

AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL 

Enclosed is my check in the amount of $1.00 for 
the above book 

Name 
Address 


City, State 
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THIS WINTER Sf ...WHEN YOU SELL 
EVERY HOUSE IN TOWN \ STERLING HALITE 
MELTING CRYSTALS! 





HALITE meLTs 
HARD-PACKED 








4 EVERY CUSTOMER 


NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 


INSTANT TRACTION ON 
SNOW AND ICE! 


THE PROFIT PER BAG 
oF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS 
YOU CARRY! 


BEST OF ALL, 
THE WHOLE 
GANG OF US WILL 
sec. HALITE 
FOR YOU! LOOK 
| 
yessiree! HALITE’S FOR THE ADS! 
QUICKER, AND IT SAVES ye 
YOUR TICKER! 


IT’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 

\ when there’s ice and snow on the ground: For driveways, walks, steps, and a bag ~ (= RTERLING, 
in the car for emergencies. And this winter, all your customers will know about & , . 
Halite. A big newspaper cartoon campaign is going to tell them how Halite saves _/ oe 
work . . . saves time . . . prevents accidents . . . and how little it costs. This is & 
advertising your customers will see, read, and remember. It will bring them into 
your store for bag after bag of Sterling Halite. So order now: Halite comes in 
10-Ib. bags (6 to a bale), and 25- and 100-Ib. bags. Check your wholesaler or ware- morence ” 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and een! 
driveway clear and safe! onan ao eoet’ 


STERLING HALITE?® me.tine crystats Y pron so 


Melting Crystals 
FOR ICE & SNOW REMOVAL 


TWAOWI8 MONS ONY 331 BOS 


Product of Internationai Salt Co., Inc. 
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Black 8: Decker 
FEATURES 


Diack Decker: CHRISTMAS MARKET 
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BELL RINGER PROMOTION 
NEW 06 ‘Is* PROFIT MARGIN 


Cwistines is the peak sales season for 
$25-$50 items—shavers, mixers, radios, 
toasters and electric tools. And this year 
Black & Decker gives you the best chance 
you’ve ever had at this market—home- 
owners... craftsmen ... and professionals. 
There’s plenty of unsold electric tool market 
potential—only 1 out of 5 owns a 4” elec- 
tric drill. First-time electric drill buyers are 
perfect prospects for profitable tie-in sales 
with versatile attachments. And public 
preference for the Black & Decker brand 
is at its highest level! 


N ew Black & Decker Power Kits feature 
the three most-wanted attachments plus the 
world’s most popular, best-advertised power 
unit—the U-3 4” Utility Drill. They’re 
packed in sparkling gift cases to attract at- 
tention, start sales. And on these three power 
kits you get a special 6624% profit margin! 

On top of this, Black & Decker’s new 34 
HP Heavy-Duty Router is a natural for 
craftsmen and professional customers. The 
new Jig Saw attachment is wanted by those 
who already own a B&D 14” Drill. And the 
complete Black & Decker line of popular 
favorites makes it a clean sweep! 


The advertising and sales promotion that 
brings these prospects and products together 
is a real bell-ringer! Think of it! 14 national 
magazines—109 Sunday newspapers from 
coast to coast—two saturation weekends on 
Monitor over the full NBC radio network— 
colorful displays, envelope stuffers, fact tags, 
free newspaper mats, free radio transcriptions! 


Black& Decker: 


(waveme | Rings the bell that 


Wholesaler in || 
"Yellow Pages’ 


“@--_ rings up your sales! 


Look under "Tools-Electric” 
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Soll "NEW" FLOORS 


FOR OLD IN JUST ONE DAY 


Sol FABULON' 
tHe foclecloued MOOR FINISH 





NEVER NEEDS WAXING 
NEVER NEEDS SCRUBBING 


Here's a top-demand floor finish packed with proven profit 
potentials for you! FABULON, the original ‘bowling alley"’ finish 
for home floors, needs no filler, applies easily with brush or roller, 
dries in half an hour... makes old floors ‘‘new"’ in just one day! 
Housewives rave about FABULON'’s sparkling, carefree beauty... 
no more waxing or scrubbing. Dealers like its generous profit, its 
fast turnover and the plus business it promotes . . . sonder 
rentals, brushes, rollers, sandpaper, ete. 


FOR EXTRA PROFITS 


SELL THE REST OF THE 


FABULOUS FAMILY 


OF FINE WOOD FINISHES 


FABULOY® 


the fabulous 








the fabulous 
First-Cooter. 
Seals thirsty 
wood — adds 
life and beauty 
to all top. 
coats. 





Resin X Finish 

. “preferred 
to varnish'’ for 
all other-than- 
floor natural 
wood finishing. 














WHY STOCK SEVERAL ‘“‘CLEARS’’ 
WHEN THE FABULOUS FAMILY FILLS 
EVERY WOOD-FINISHING NEED? 


Here's support that 
gives these specialty items 
volume turnover... 


@ National advertising — full and half page ads in LIVING. 

@ National and local publicity across the nation. 

@ Free sales aids galore . . . banners, folders, posters, stuffers, 
ad mats, valuable HOW-TO-DO-IT manuals, etc. 


For complete details on the profit potentials of a FABULON 
dealership PHONE YOUR DISTRIBUTOR TODAY .. . or write 


f >) S PIERCE & STEVENS CHEMICAL CORP. 
Hg 710 Chio Street °T™ Buffalo 3, N. Y. 
Circle No. 22 on Coupon, page 68. 








HARDWARE SHOW 


(begins on page 38) 





Wire Rope Cutter 


The Morse-Starrett Wire Rope Cutter is a tool designed 
for the one purpose of cutting wire rope with speed and 
safety. The patented precision engineered cutting blade 
and dies are made of the finest tool steels and are de- 
signed to retain the original roundness of the wire rope 
after the cut has been made, maker says. Also to be ex- 
hibited at the National Hardware Show is the manufac- 
turer’s Steccone professional type window squeegee, a fine 
quality tool of specially selected and tempered brass con- 
struction. Morse-Starrett Products Co., Dept. AL, 1204 
49th Ave., Oakland 1, Calif. 

Circle No. 230 on Coupon. page 68. 


Home & Auto Space-Savers 


New space-savers, which can make an extra closet out 
of any door in the home, as well as a new car hook, which 
can turn an automobile coat hook into a 10 garment hanger, 
will be exhibited at the National Hardware Show for the 
first time. Sanjo Utility Mfg. Co., Inc., Dept. AL, 43 Grand 
St., Brooklyn 11, N. Y. 

Circle No. 232 on Coupon, page 68. 


Precision Measuring Tapes 


Atlantic Industrial Corp. is planning numerous innova- 
tions and sales promotional ideas pertaining to its line of 
precision measuring tapes, which will be introduced at the 
National Hardware Show. Atlantic Industrial Corp., Dept. 
AL, 157 W. 57th St., New York 19, N. Y 

Circle No. 231 on Coupon, page 68. 


Two Impulse Sales Items 


Protection and comfort now are available with a new 
lightweight, one piece goggle. Material is high impact 
strength and shatter resistant. Designed for craftsmen 
and sportsmen, the goggle fits easily over glasses and is 
ultra-violet absorbing, it is said. Also announced is a new 
tool pouch, which hooks on the belt. Made of genuine 
saddle leather, it is designed for busy workmen who need 
the pouch to keep small tools handy for instant use. Pickett 
Products, Inc., Dept. AL, 1111 S. Fremont Ave., Alhambra, 
Calif. 

Circle No. 233 on Coupon, page 68. 
* (continued on page 49) 


HOME 


HARDWARE 


DEPT. 




















“Knockers?” 
Courtesy Playboy Magazine 
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Operators like the way these Allis-Chalmers 4,000-Ib lift trucks maneuver, even in close quar- 
ters. They load from 50 to 90 customer trucks per day out of a northwest dealer’s warehouse. 


Operators like them best...drive them best 
ALLIS-CHALMERS FORK TRUCKS 


‘Feels like a car with power steering,’’ says Arthur B. Wiley, fork truck driver 
at a Michigan factory. Further, an Allis-Chalmers truck “works fine in narrow 
aisles. It has no controls on the floor — easy to get on and off of.” 


| ee L 


Center-point steering gives the same easy responsiveness as a moving 


} a ws 
: , ad - 2 eS aw a 
auto. Full 18-in. steering wheel completes the familiar “feel. 7 = aS 


_— — ae. 


‘‘Must have been engineered for the driver,’’ says operator Gast at a Wisconsin 
foundry. “Shifting is handy and I like where the controls are located. Have 
plenty of room for driving.” 


Controls are right at the operator’s finger tips. Gauges are in plain sight. 
Floor is clear, seat can be moved ahead or back to suit the operator. 


‘| just like the whole machine — everything about it,’’ sums up John Cromer, 
operator at a Missouri plant. “It’s a work horse. It handles and operates smoother 
and performs better than others we have had in the plant.” 


Outstanding performance starts with the Allis-Chalmers industrial heavy- 
duty engine. It provides extremely high torque in relation to rated capacity 
for smooth operation, climbing grades, moving heavy loads. 


<n ; 
eos Put Yourself in the Driver’s Seat tells more about why operators “like 


“em as < om ° 
VA ran a them best... drive them best.” Send for your free copy of this interesting 
“ees j 4 booklet — and see your Allis-Chalmers material handling dealer. 


ey 


ALLIS-CHALMERS, MATERIAL HANDLING DEPT., BUDA DIVISION, MILWAUKEE 1, WISCONSIN 


ALLIS-CHALMERS <) 
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MACK B42 Prey 


Mack B-80....7'% to 8% yards 
(larger capacity through special provisions) 


* ‘ % 


Mack B-40 and B-60 .. . 42 to 64 yards 


big-yardage earning power... 
for greater profits 


One driver . . . one big-yardage 
Mack ... and you’ve got twice the 
earning power of a small-yardage 
mixer. Not only do Macks haul 
bigger batches, but they keep on 
hauling them month after month 
at top operating economy with only 
routine maintenance and service. 

When the competitive trend is 


to big-yardage mixers, can you 
afford not to operate the kind of 


414- to 10-yard haulers that Mack, 
with its unmatched experience in 
heavy-duty trucks, builds so well. 
From big-capacity, versatile B-40’s 
to super-capacity B-80’s, there’s a 
big-yardage Mack that will haul 
your ready-mix more efficiently 
and more economically. 

Let on-the-job performance be 


the proof! See your Mack repre- 
sentative for the names of Mack 


users in your area. Mack Trucks, 
Inc., Plainfield, New Jersey. In 
Canada: Mack Trucks of Canada, 
Ltd. 


MACK 


first name for 


TRUCKS... 








HARDWARE SHOW 


(begins on page 38) 





Amerock Merchandiser 


Eight flexible, easy-to-shop levels of 
open display highlight this new cabi- 
net hardware merchandiser. The new 
display provides 24’ of shelf space in 
just 3’ x 3%’ of floor space and ex- 
hibits up to 110 different Amerock 
items. Designed by NRHA, it fits in 
with existing hardware dealer and 
lumber dealer fixtures. The speckled 
black base is protected with a compo- 
sition kickplate. Approximately 240 
pieces of Amerock hardware for re- 
sale are furnished with each unit. One- 
sided units for use against store walls 
or at counter-ends also are available. 
Amerock Corp., Dept. AL, Rockford, 
Ill. 


Circle No. 270 on Coupon. page 68. 


Brush Superama 


A brand new, handsomely packaged 
brush assortment, available in both 
pure bristle and/or Tynex nylon, is 
announced. Called Superama, the two 
new brush assortments are designed 
to sell brushes the modern way, says 
maker. All brushes in the assortment 
are mounted on sturdy, colorful die- 
cut cards and each card is pre-priced. 
Each brush is pre-packaged in heavy 
acetate for easier selling and handling. 
Each card is complete with full in- 
structions on the use and care of paint 
brushes. Baker Brush Co., Inc., Dept. 
AL, 83 Grand St., New York 13, N. Y. 


Circle No. 234 on Coupon. page 68. 


For the Home Craftsman 


Presto Lock is introducing its No. 
99 Junior Deal, which is an assortment 
of box and do-it-yourself hardware. 
The assortment contains all the neces- 
sary hardware that a homecraftsman 
would need in order to make tool boxes, 
fishing boxes, radio and phonograph 
boxes and other special projects re- 
quiring specific items of hardware 
ranging from hinges to box locks to 
catches to handles. The 20 different 
items are prepackaged with screws 
and mounting hardware. Presto Lock 
Co., Dept. AL, 100 Outwater Lane, 
Garfield, N. J. 

Circle No. 235 on Coupon, page 68. 
(continued on page 63) 


BUILDING PRODUCTS MERCHANDISER 


“Our advertising in the Yellow Pages 
is basic to our sales picture” 





Building Materials 
for 











4950 N. 35h Se. UPtown 1-8100 











THIS %-PAGE DISPLAY AD (shown here 
reduced) under Building Materials, 2 
other ads under Lumber and Millwork 
and 35 listings under appropriate 
headings in the Classified bring in sales 
for Banner Lumber. 


says R. P. HARRIS 
BANNER LUMBER & SUPPLY CO., 
Milwaukee, Wisc. 


“Nowadays we have to provide a lot 
more than just lumber... and the many 
services and materials we supply make 
our advertising under appropriate class- 
ifications in the Yellow Pages a very 
vital part of our sales promotion pro- 
gram. We have definite proof that the 
classified directory is a profitable place 
to spend our advertising dollars.” 


What better place to advertise than the 
Classified, where homeowners and 
contractors look when they need the 
products and services you sell. Ask the 
directory representative to help you 
plan a profitable advertising program 
in the Yellow Pages! Call your tele- 
phone business office. 


Circle No. 25 on Coupon, page 68. 
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OVERFLOW CROWD taxed the facilities 
of the Fifield Lumber Co., Janesville, Wis. 


School for Home Buyers Develops 


PANEL OF EXPERTS, !eft to right, standing, Loy C. Montgomery, manager; Ed McGavack, 
Central Heating Co.; Rex Ridley, city electrical inspector; George Jakoubek, |. S. Willis 
Contracting Co.; Louis Grasslin, city inspector; Dean Ableman and Urban Johnson, 
Wisconsin Power & Light Co. 


DIPLOMAS ARE PRESENTED at final 
session by manager Loy C. Montgomery. 


e' thy ‘ 


Now is the best time to plan a 
program similar to this one run 


hy a midwest dealer. 


One way to increase business the 
vear round and focus the attention 
of homeowners on your products 
and services is to run a well-organ- 
ized School for Home Buyers. 

That observation is based on the 
experience this year of the Fifield 
Lumber Co., Janesville (pop. 34,- 
000), Wis. Many dealers across the 
country are planning similar 
schools this fall and winter. 

The four weekly two-hour ses- 
sions at Fifield’s covered such sub- 
jects as financing, house design, 
construction, maintenance, site se- 
lection and neighborhood. Authori- 
ties in one or more of these fields 
talked at each meeting. Between 
sessions, each student received a 
letter outlining the topics to be 
covered at the next meeting. 

The final optional meeting, a 
“post-graduate” session, gave man- 
ufacturers’ representatives a 
chance to demonstrate and explain 
their products. 

Careful planning is necessary for 
successful sessions and results aft- 
erward. Manager Loy C. Montgom- 
ery used newspaper display ads and 
direct mail to build an early regis- 





'p BunLDING % 

is ase 

oe Letrn How ... Come to 
THE NATIONAL HOUSING CENTER'S 


Sponsored by: 


FIFIELD lumber args 
a, ee 


% DESIGN 

te CONSTRUCTION 

te MAINTENANCE 

% SITE SELECTION 

t LOT and 
NEIGHBOR: 


THIS SAMPLE AD helped build advance 


registration list. Direct mail was used, too. 


New Business 


tration list. He emphasized that 
registration was restricted. Ses- 
sions were held in the Fifield store. 
Advance publicity emphasized that 
attendance carried no obligation. 
Fifield’s educational program fol- 
lows the curriculum suggested by 
the National Housing Center, 
Washington, D. C. When the county 
builders’ group rejected the school 
idea, manager Montgomery quickly 
made plans for a school along the 
same lines proposed by the Center. 


Sales Results 


Only five students had been 
on the Fifield books before the 
school sessions. Checking the 
registration list two months 
later, manager Montgomery 
tabulated these results: 


Building now, 4; ready to 
build, 4; remodeling old house, 
2; remodeling present house, 6; 
expect to build next year, 8; 
have new home now—want to 
sell and build, 3; expect to build 
this fall, 6; looking for suitable 
lot, 5; remodeling apartment 
building, |. 
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Students Get Product Pointers 
Almost every student returned for a fifth products-in- 
action session. This gave Fifield and manufacturers’ rep- 
resentatives a chance to plug their products and services 
—a subject deliberately avoided at previous sessions. 


a coffee break. 














80,000 View Bolinger’s Paneling Display 


More than 80,000 people recently 
saw a paneling display developed 


by the Bolinger Lumber & Supply 
Company for their booth at the BOLINGER 
Louisiana State Fair. The reaction — presents 
was so favorable that the elaborate ae W 'D-O-& AMA 
display now has been setup as a =z , <= : 
“Craftsman’s Corner” in one sec- = : 
tion of a Bolinger warehouse at 
Bossier City, La. 


There are over 120 species of 3 
both solid and plywood paneling in Se sae ie | ' ie. 
the display. Harry Balcom, presi- 2 ie 
dent, tags the promotion as our ee 
“best single promotion effort.” 

A contest to guess the age of a 
redwood cross-section displayed in 
the booth at the fair helped build 
a live prospect list. All told 5,713 
people registered for the $25 mer- 
chandise prize. Since the fair the 
yard has been busy selling sizeable 
package deals on quality paneling. 

Still another benefit gained from 
the paneling display was extensive 
publicity in the Shreveport Times. 
A three-column photo was pub- 
lished along with a full story on 
the display itself. This feature de- 
scribed Bolinger’s as “a leader in 
building materials ... as carry- 
ing the largest stock of wood 
paneling in the area.” 


* 
we 


PUBLICITY in a leading newspaper told 
the full story of Bolinger's attractive dis- 
play of paneling. Readers were encouraged 
to enter a guessing contest on the age of 
a redwood cross-section. 
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B. R. CHARIN, Vice President, ‘Brand Names 
Retailer of the Year,’’ 8th annual competition 
Brand Names Foundation, Inc 


“We don’t need an award to prove the 
value of promoting the products we sell 
at our Newark, Port Newark, Spring- 
field and Sayreville, N. J., locations, The 
cash register proves it! In the past year 
sales of specialties have jumped tremen- 
dously due to four important steps: 

1. Store demonstrations 

2. Well-arranged displays 
3. Well-trained salesmen 
4. Advertising 


- 


THERE'S PROFIT IN STORE DEMONSTRATIONS. HERE, DO-IT-YOURSELF FANS SEE HOW THE 
G-P CLIP SYSTEM MAKES SAVANNAH PANELING EASY TO INSTALL. 


Four-point program keeps sales high 


at Channel Lumber Company 


“Putting these steps into operation can 


be considerably helped by using the fa- 
cilities made available by many of the 
manufacturers from whom we buy. In 
the past year we have particularly called 
on Georgia-Pacific for assistance, even 
to training our men, We found that even 
our long-time salesmen picked up extra 
sales after taking the G-P Sales Re- 
fresher Course. 


“It’s my 


personal opinion that every 
building supply company that can get 
this valuable course should do so, Our 
men enjoyed every minute of it. Films, 
demonstration techniques, even the tests 
were fun — and the G-P training team 
conducted the whole show at our con- 
venience. By now we realize that sales 
of standard commodities have increased, 
too, but best of all, it’s the profitable 
items that are moving faster.” 


For free descriptive literature 
showing sales training material 
and handsome island displays 
available for dealers, return this 
coupon to: 





Sunday scene at Channel Lumber Co. A busy park- 
ing lot means a busy cash register. 


Georgia-Pacific conducted a free sales training schoo! 
for our men after work. This, plus good G-P displays 
vitally improved our profit picture. 


Specialty Sales Manager, 
Georgia-Pacific Corporation 
600 No. Capitol Way, Olympia, Washington 


Ned Nee ee 
Firm 


GEORGIA — PACIFIC 


CORPORATION 





| 
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Address. 





| City State 
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YOU GET AMERICA'S FINEST WITH 


ppalachian Hardwoods! 


The Appalachian area produces a fine type of Hardwoods—soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, foo. Specify lumber, flooring and specialties of Appalachian 


Hardwoods. Consult the concerns on this page. 





*M. E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwcods, 
Oak, Poplar, Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods, All facilities. 





“Cherry River Boom & Lbr. Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





“Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension. 





“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 





is. SPECIFY ‘APPALACHIAN HARDWOODS | 
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Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak. Walnut, Poplar, Basswood, Beech 
Cherry. Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring-—-Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 





“The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
“Century’’ Oak and Maple Flooring. 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 
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ONCE A MONTH employes and managerial executives sit down to discuss ways to 
promote the interests of the company and its workers. 


They Work Together 
at Summerhayes 


Canadian firm points out the advantages of an employe- 


management association. 


Proof that employer and employe 
can both profit by pulling together 
as a team is found in the success- 
ful operation of the Summerhayes 
Lumber Employes-Management As- 
sociation at Summerhayes Lumber, 
Ltd., Brantford, Ont. 

In monthly sessions, managerial 
executives and employes at Sum- 
merhayes Lumber tackle a program 
designed to promote the best inter- 
ests of the firm and its employes 
and to promote better relations be- 
tween individuals and groups with- 
in the company. Suggestions and 
complaints are discussed at each 
session. 

“Since no matters are discussed 
unless they have been listed on the 
agenda previous to the meeting, our 
sessions are controlled,” says Mel- 
vyn Plant, association president. 

_ The affairs of the association are 
controlled by a board of directors, 
consisting of a president, vice-presi- 
dent, secretary and treasurer and 
one elected member. Any full-time 
employe may qualify for member- 
ship. Each member must purchase 
a 25¢ membership card and a 
monthly attendance fee is also 
charged. 

SLEMA is solvent. With almost 
$300 as working capital, profits 
from a snack bar and Coke machine, 
the association financed a Christ- 
mas party. All social events at Sum- 
merhayes Lumber are now spon- 
sored by SLEMA. 
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SLEMA'S achievements. What 
do the employes think of SLEMA? 
Here are their comments: 

Ivan Bechthold, salesman: 
“SLEMA has given us a much bet- 
ter understanding of positions be- 
tween office and yard personnel. 
Each group now listens to the 
others’ problems and we understand 
each other better.” 

Henry Whitehead, credit man- 
ager: “No longer is there a neces- 
sity for emergency meetings. There 
is no guessing about employes’ 
problems.” 

Helen Myhal, receptionist : ‘““Meet- 
ing socially has created social good- 
will amongst all members.” 

Ross Duke, salesman: “Group in- 
surance is possibly one of SLULEMA’S 
best achievements. Along with the 
hospital plans we had previously, 
we now have a complete health and 
accident plan and with the company 
paying half the cost. It has given 
the average employe better than 
$2,500 life insurance at very small 
cost to the individual.” 

“One outstanding benefit that is 
really visible is the yard planning,” 
states Douglas Summerhayes, who 
directs industrial sales. “At 
SLEMA’S suggestion, we formed 
a yard planning committee and with 
all suggestions being channeled 
through this committee, many 
changes have been made in the yard 
that should have been done years 
before.” 





Dealers from 
Coast to Coast 


are Turning to... 


Make more profits with 
pre-stained woods. 


America’s full line of superb quality 


Circle No. 


SEATTLE 7, WASHINGTON 


OLYMPIC STAINED PRODUCTS CO. 


1116 LEARY WAY 


@ Perfect Fit Shakes 
@ Sierra Hand-Hewn Shakes 
@ Boards and Battens 


@ Quick Fit Panels 
@ Timberline Siding 


62 on Coupon, page 68. 


NATIONAL LEADER IN PRE-STAINED WOOD PRODUCTS FOR TWENTY-SIX YEARS 
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ORDINARY GALVANIZED FENCE 
AFTER EIGHT YEARS 


Unretouched photograph (enlarged) of eight year old fence on farm of Paul A. Nobbe near Waterloo, Illinois. 


This unretouched photograph tells the most exciting 
story every recorded about Rep BRAND fence. 

Eight years ago, Paul A. Nobbe of Waterloo, IIl., 
put up some Galvannealed Rep Branp fence. In 
one field he spliced it to a new piece of ordinary 
galvanized fence. 

This fence was not erected as a test of quality. 
But no test could have been more conclusive. Each 


roll was regular dealer stock. They were erected by 
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the same man. Spliced together, they had the same 
tension. They were exposed to the same weather 
and atmospheric conditions. 

Eight years later, here’s what Mr. Nobbe has to 
say: ‘‘I always liked Rep BRAND fence and thought 
it was better. But I never would have believed so 


great a difference would show up in eight years. 


“‘Believe me, whenever I buy fence in the future 


it will be Rep BRAND.”’ 


September 16, 1957, AMERICAN LUMBERMAN AND 








HY 15 THIS 


TURE 
OF 


RED BRAND 


IMPORTANT 10 YOU? 


It’s telling your customers RED BRAND is the best fence value. 
It’s showing them proof of REp BRANp’s extra years of service. 
Placing this exciting story in leading farm publications is just one 
of the many ways Rep BRAND gives you powerful selling help. 

For many years, Keystone has carried on extensive adver- 
tising in magazines, on radio and now on television. Special pro- 
motion programs are yours for the asking. They will help build 
sales of all your products. 

Buyers instantly recognize RED BRAND woven wire by the 
top wire painted red, Rep BRAND barbed wire by the red barbs 
and REp Top® steel fence posts by the tops painted bright red. 
You’ll find these distinctive marks of quality help lick com- 
petition quickly. 

Don’t wait! Talk to your RED BRAND salesman soon about 
the many features of RED BRAND fence, in addition to Galvan- 
nealing, that makes it the best. Rep BRAND can work wonders 
for you with faster turnover, new customers and more profit. 





KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


RED BRAND® Fence « RED BRAND® Barbed Wire « RED TOP® Steel Posts 

Non-Climbable Fence « Keyline Poultry Netting * Ornamental Fence « Nails the only 

Gates « Bale Ties » Keymesh® « Keycorner * Keybead + Keywall + Keyweld 4 a 
fence line 


ae | |S that sells 
he as i ” . 
Paul A. Nobbe, Waterloo, Ill. on sight 
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“CARE-FREE" HOME is the name given Alcoa's 1957 model home. Easy maintenance 
is one of the features of the house, which uses 7,500 pounds of aluminum. 


Emphasizes Versatility of Aluminum 


Alcoa siarts five-year model-home program to show uses for 


aluminum in residential construction. 


A five-year model home program 
to illustrate the beauty and prac- 
tical uses of aluminum in residen- 
tial construction is underway by the 
Aluminum Company of America. 

Builders are erecting 25 model 
homes throughout the country in 
cooperation with Alcoa’s technical 
staff. A new design will be intro- 
duced each year. Alcoa emphasizes 
that this is not an aluminum house, 
but a house which shows how well 
aluminum can work with lumber, 
brick, glass and other materials. 

However, some 7,500 pounds of 
aluminum are used in the aluminum 
roof, aluminum-framed glass doors, 
8’ x 12’ aluminum panels covering 
exterior solid wall areas, aluminum 
foil-backed insulation. 

The exterior aluminum panels, 
which cover solid wall areas, come 
in coler with vertical ribs. Between 
the panels are windows with blue 
aluminum grill covers, which can be 
swung back for window cleaning. 

Of post-and-beam construction, 
the house has 1,900 square feet with 


three bedrooms, two baths, central 
core kitchen and full basement. The 
first model home was designed by 
architect Charles M. Goodman. 


ee sae ei 

LUMBER AND ALUMINUM work well to- 
gether in the three-foot overhang and the 
8' x 12' aluminum panels, which cover 
solid wall areas. 





New Canadian Sawmill 
In Full Production 


The new Parson, B. C., plant of 
Crestbrook Timber, Ltd., is resum- 
ing full production, reports Pack 
River Tree Farm Products of Spo- 
kane, which manages sales for the 
Canadian firm. The new mill re- 
places one that burned a year ago. 

Each of the five mill units is 
housed in a separate structure and 
machinery decks are about 20’ 
above ground. Extensive roller 
chain and conveyor systems connect 
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the various units. There are a num- 
ber of advantages for the separated 
production units, including lessened 
fire and snow risks. Room between 
units for a large amount of cant 
and lumber storage makes it pos- 
sible for some to continue operating 
when one has a breakdown. 

Plant units include a scrag mill, 
gang saw, horizontal re-saw, edger 
and trimmer. The Parson mill and 
its woods operation in the Spilli- 
macheen river drainage are the 
most northerly of any operations of 

Crestbrook Timber, Ltd. 


U. S. Gypsum Elects 
Watt a Vice-President 


The board of directors of the 
U. S. Gypsum Co., Chicago, has 
elected A. J. ~ 
Watt, general 
merchandise 
manager, a vice- 
president. Watt 
started with the 
company in 1938 
asa sales trainee. 

In 1947, he was 

appointed dis- 

trict sales man- 

ager in Syracuse, 

N. Y. From 1949 to 1954, he served 
successively as sales manager, 
paint; assistant general merchan- 
dise manager and _ merchandise 
manager, dealer sales. In 1954, he 
was made general merchandise man- 
ager for the company. 


Architectural Woodwork 
to Hold 5th Convention 


The 5th annual convention of the 
Architectural Woodwork Institute 
will be held at the LaSalle hotel, 
Chicago, Oct. 8-11. A workshop type 
program with several outstanding 
speakers, panel discussions and 
seminars on operating and competi- 
tive problems is planned, reports 
Ralph Harrison, Nashville, Tenn., 
chairman of the convention com- 
mittee. A special luncheon and style 
show, Oct. 9, is one of the several 
functions planned for the ladies in 
attendance. 

Early indications point to the big- 
gest registration ever, says execu- 
tive secretary John L. Rose. 


Armstrong Cork Co. 
Looks Forward 


An aggressive, forward-looking 
program for the development of ma- 
jor new products and markets is an- 
nounced by Armstrong Cork Co., 
Lancaster, Penna. “We are aiming 
at major new product developments 
of sufficient magnitude to have an 
important effect on the company’s 
sales and earnings in the years 
ahead,” says president C. J. Back- 
strand. “This new effort is in addi- 
tion to our present research and 
development work on new and ex- 
isting products.” 

Two new staff functions have 
been established to implement the 
new program, which is under the 
direction of executive vice-presi- 
dent Kenneth O. Bates. Called New 
Product Planning, one function 
will be supervised by Edmund Clax- 
ton, former director of research 
and a vice-president. He will have 
the responsibility of keeping 
abreast of developments in science, 
materials and manufacturing tech- 
niques that may lead to new prod- 
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uct ideas upon which Armstrong 
can capitalize. 

W. N. Hartman, Jr., now serving 
as assistant treasurer and general 
credit manager, will direct the sec- 
ond new staff function being set 
up, New Product Coordination. Its 
function will be to serve as a clear- 
ing house on information about 
major new product development 
projects, for assembling data to 
evaluate projects and for assisting 
in setting priorities and timetables 
for those that are approved. 


Baldwin Hardware 
Reduces Prices 


Baldwin Hardware Mfg. Corp., 
Reading, Penna., is issuing a new 
Price List No. 15, announcing sub- 
stantial price reductions through- 
out the entire Baldwin line of build- 
ers’ hardware. Streamlined produc- 
tion facilities, including Baldwin’s 
own, ultra-modern brass forging 
equipment now in operation at the 
firm’s new plant in Reading make 
it possible for Baldwin to pass 
along substantial savings to cus- 
tomers. Baldwin anticipates its 
greatest sales year in 1957. 


Modernaire Corp. Offers 
Factory-Primed Windows 


Factory-primed wood awning type 
windows are being introduced to 
the industry by Modernaire Corp., 
Cleveland, Ohio. The optional proc- 
essing produces sizeable savings in 
time and labor costs for the builder 
as the result of short cuts made 
possible. 

Painting costs are reduced since 
painters do not have to make a spe- 
cial trip to prime windows at time 
of installation, states Modernaire 
Corp. Too, time-saving windows, 
completely assembled, ready for in- 
stallation, with window operators 
and other hardware _ factory-in- 
stalled now are practical because 
the attachments do not have to be 
removed from unprotected wood 
surfaces prior to painting. 


FASTER INSTALLATION of window and 
less service result from stabilized window 
dimensions, which are due to its factory 
prime-coating protection, reports Modern- 
aire Corp. 
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Whiting-Adams Co. 
Celebrates 150th Year 


Whiting-Adams Co., Boston, 
Mass., whose brushes painted the 
Great Wall of China, is celebrating 
its 150th “Double Diamond” Anni- 
versary this year. In commenting 
on the anniversary, president Law- 
rence R. Schumann points out that 
many of the plant employes have 
grown up in the spirit of brush- 
making, following their fathers at 
Whiting-Adams. He reports 17% 
of the workers have been with 
Whiting-Adams for more than 25 
years; 3% more than 50 years and 


two brothers have been with the 


firm 59 years. 





Edward Bowles Webber, E. L. 
Bruce Co., Memphis, Tenn., died 
suddenly at the age of 70. He 
was stricken by a heart attack 
while playing golf at a Memphis 
country club. Mr. Webber’s as- 
sociation with E. L. Bruce Co. 
goes back to 1934 when he joined 
the company as a field represen- 
tative. He is survived by his 
widow, Christine. 
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Sir Peyton Skipwith built Prestwould in about 1770. 
It is located in Mecklenburg County, Virginia, on 
a rise of land overlooking the Roanoke River 


Double Hung Wood Windows Add Greatly 


to the Excellent Design of Prestwould 


Prestwould was built of the best materials and constructed so 
well that it is claimed by many to be the most substantial house in 
Virginia. The stone for the walls was quarried and cut into rectangu- 
lar blocks by slaves. They also cut the great pines used for the waist- 
high dados and carved cornices. The double hung wood windows 
have solid shutters on the inside . . . a precaution, in colonial times, 
against Indian attacks. 

Double hung wood windows, because of their durability, contin- 
ued utility under all conditions of use and maintenance, are still 
the most used windows in homes today. Another reason is that 
wood is a nonconductor of heat and cold. This means that the 
inside frames and sash of wood windows remain cool in summer 

Relative inexpensiveness permits generous use and warm in winter. Double hung wood windows have been further 
of double hung wood windows with metal é . : ae ‘ 
weatherstripping. improved through use of spiral, steel tape balances or a spring sash 
balance and weatherstrip combination. Metal weatherstrip, made of 
non-rusting zinc, bronze or aluminum in combination with spring 
sash balance, can be installed on new or old sash. It eases the op- 
eration of wood windows and reduces air infiltration to a minimum. 


WEATHERSTRIP Aeseare& INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128—RIVERSIDE, ILLINOIS 


ae = 3 =i ole 3 DORBIN METAL STRIP MFG. CO. NICHOLS METAL STRIP SERVICE 
Gy ci ae CSERS: GARDNER WIRE CO. PEMKO MFG. CO. 
ie . ; ALLMETAL WEATHERSTRIP CO. MACKLANBURG-DUNCAN CO. PRECISION WEATHERSTRIP CO. 
An samen, > iety of eo ioe we ne hieved BARLAND WEATHERSTRIPMATERIALCO. | MASTER METAL STRIP SERVICE REESE METAL WEATHERSTRIP CO. 
wit! ouble hung wood windows. ihey are CENTRAL METAL STRIP CO. MONARCH METAL WEATHERSTRIP CORP. SOUTHERN METAL PRODUCTS CORP 
easily shaped and their surface receives and CHAMBERLIN CO. OF AMERICA NATIONAL GUARD PRODUCTS, INC. WARNICA PRODUCTS 
holds any type of finish. OENNIS & CO, W. J. NATIONAL METAL PRODUCTS CO, INC.. ZEGERS, INC. | 
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MANUFACTURERS 


(begins on page 58) 


COMPANIES ANNOUNCE 


Harold J. Ford, general sales manager of Tarter, Web- 
ster & Johnson, San Francisco, has been elected president 
of Ponderosa Pine Woodwork, succeeding James D. Row- 
land, vice-president of the Andersen Corp., at Bayport, 
Minn. ... John L. Aram, Tacoma, Wash., has been elected 
a vice-president of the Weyerhaeuser Timber Co. 


Admission of The Stanley Works, New Britain, Conn., 
to associate membership in the Steel Kitchen Cabinet 
Manufacturers Assn. is announced by the association’s 
president, C. K. Reynolds, Jr. J. F. Moseley, manager of 
Stanley’s cabinet hardware sales, will represent the firm 
in the association. 


Dr. Robert W. Hess has been named as director of re- 
search for Georgia-Pacific Corp. Dr. Hess has spent a life- 
time in wood fiber research and is an outstanding authority 
in this field. His appointment marks a forward step in the 
firm’s continuing research program. 





Veach-May-Wilson, Inc., Alcoa, Tenn., announces the 
appointment of Henry D. Anderson as sales manager. He 
succeeds R. M. Lindsay, who retired recently after 40 years 
of service with the firm, which manufactures hardwood 
flooring, white and yellow pine and hardwood lumber and 
is expanding its operations in the field of crates, pallets 
and dimension stock. 


Modern Venetian Blinds, Inc., New York City manufac- 
turer of Broadweve Floor Screens, as well as venetian 
blinds, announces the removal of its Omaha factory and 
offices to Kansas City, Mo. This will enable the firm to 
provide expanded operations as well as better shipping fa- 
cilities throughout the area. The company also maintains 
manufacturing plants at New Bedford, Mass., and Cin- 
cinnati, Ohio. 


The appointment of Walter Coleman to the position of 
sales promotion manager is reported by Porter-Cable Ma- 
chine Co., Syracuse, N. Y. Coleman has been with the firm, 
which manufactures a complete line of portable tools, for 
five years. 


Orangeburg Mfg. Co., Inc., Orangeburg, N. Y., and New- 
ark, Calif., manufacturer of non-metallic pipe, announces 
the appointments of Carl F. Arnold, Joseph E. Milardo and 
Richard Ohlson as district sales managers of the com- 
pany’s Central Middle Atlantic, North Central and Pacific 
Northwest districts, respectively. 


Gordon J. Manary has been appointed vice-president and 
general manager of the Simpson Redwood Co. and assumed 
his new duties at Arcata, Calif., recently, succeeding Wil- 
liam E. Lawson, who resigned in March. Manary will di- 
rect all manufacturing and sales operations for the com- 
pany. He also will manage the extensive timberlands in 
Humboldt, Del Norte and Mendocino counties. 


THIS ARCHITECT'S SKETCH shows a section of a modern $2 
million plant to be constructed by Pioneer Saws Div. of Outboard 
Marine Corp. at Waukegan, Ill. The glass-and-brick plant will 
occupy a |5-acre site and will include dealer school classrooms, 
outdoor demonstration area and a 1,000 car parking lot. Pro- 
duction of chain saws is expected about Jan. |, 1959. 
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; manufacture redwood - 
of superior quality 


CERTIFIED 


the following mills produce 

and ship “CRA M@y\epyex 
CLR-RWD 

Certified DRY” redwood 


ARCATA REDWOOD COMPANY 
P. O. Box 218, Arcata, California 


HAMMOND-CALIFORNIA REDWOOD Co. 

417 Montgomery St., San Francisco 6, California 
HOLLOW TREE REDWOOD COMPANY 

P. O. Box 178, Ukiah, California 


HOLMES EUREKA LUMBER COMPANY 


Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 


Hobbs-Wall Lumber Company, Sales Agent 
2030 Union Street, San Francisco 23, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 


Circle No. 30 on Coupon, page 68. 
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DEALERK PARADE 


Dealer Wins Quiz Award 


BILL FORD, right, manager, The White Lumber Store, Des Moines, lowa, is congratulated 
by Bob Jones, left, executive secretary, Middle Atlantic Lumber Dealers Association, and 
Channing Way, manager, building products merchandising for The Saturday Evening 
Post, for winning the merchandising quiz sponsored by the Lumber Dealers Merchandis- 
ing Institute headed by Ray Saberson, a long-time Weyerhaeuser executive, St. Paul. 
The "Annual Refresher Quiz Contest’ is based on material appearing during the past 
year in the “Weekly Worksheets" distributed by LDMI to about 1,200 dealers. 





Cost of Doing Business 
Going Up as Volume Dips 


More northern California dealers 
reported the volume of business as 
being down during the first 6 
months of this year than those re- 
porting either increases or status 
quo. In a survey of business condi- 
tions conducted by the Lumber 
Merchants’ Association of Northern 
California, 61% of the dealers re- 
ported an average decrease of 21% 
for the volume of business in the 
first 6 months of this year, as com- 
pared with the similar period of 
1956. Only 17% reported an aver- 
age increase of 18%; 22% indi- 
cated their volume was the same as 
that of last year. 

Exactly half of the dealers re- 
ported a decrease of 26% in net 
profits for the first 6 months of this 
year while 19% said their net was 
the same and 31% reported an in- 
crease of 15%. By far the largest 
percentage reported funds for con- 
struction financing of all kinds as 
being scarce; only 18% predicted 
home building will be up during the 
remainder of 1957, while 29% be- 
lieve the drop will get worse and 
53% believe it will remain about as 
it is now; 47% report their cost of 
business increased the second quar- 
ter over the first quarter and most 
of them blamed the increased cost 
of doing business on higher wages. 

Contractors remain the biggest 
source of business for lumber deal- 
ers, with 56% reporting their larg- 
est volume of business comes from 
this source; home builders provide 
12% and homeowners 32%. 
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Lumberyard Employes 
Win Wage Increase 


A new two-year contract calling 
for 10c hourly wage increases for 
about 550 employes of lumberyards 
has been negotiated and approved 
by Teamsters Local 682 in more 
than 50 yards in the St. Louis 
area. 

These employes constitute chauf- 
feurs and yard men with salaries 
ranging from $1.72% to $2.10. The 
wage increases will be added to 
these figures. A pension plan has 
been arranged and will become ef- 
fective in the 23rd month of the 
contract, which also provides for 
minor changes in the _ security 
clauses and other matters of clari- 
fication. 

Hill-Behan Lumber Co., St. Lou- 
is, acted as negotiator for the 
lumbervards and was represented 
by William L. Behan. 


"Come Right Out and 
Ask for Business" 


The best way for lumber dealers 
to get business is to “come right 
out and ask for it.” That blunt ad- 
vice was offered to Allegheny 
County lumber dealers and their em- 
nioyes at a customer relations semi- 
nar at Carnegie Institute of Tech- 
nology in Pittsburgh, Penna. The 
seminar was sponsored by the Lum- 
ber Institute of Allegheny County 
as a service to its members. 

Two of the panel speakers com- 
bined selling advice with their talks 
on customer relations. Both agreed 


that directness in asking for the 
sale, selling from the customer’s 
viewpoint and a good closing are 
the best bets for selling lumber on 
the telephone and across the coun- 
ter. Following each talk, the dealers 
and their employes had an oppor- 
tunity to ask questions. The discus- 
sion leaders, selected from the In- 
stitute’s member dealers, were: 

C. L. Reed, C. L. Reed Lumber Co., Houston ; 
Patrick J. Harmon, Harmon Lumber and Sup- 
ply, Wilkinsburg; and C. L. McClintock, Mc- 
Clintock Lumber Co., Turtle Creek. Raymond 
F. Hoffman, board chairman of Williams 
Lumber Co., Pittsburgh, was general chairman 
of the seminar. Concluding remarks were made 
by K. C. Mitchell, E. M. Hill Lumber Co., 
Carnegie, president of the Lumber Institute. 


Jack Rhodes, formerly with the 
Chandler Supply Co., has been ap- 
pointed retail sales manager of the 
R. J. McCaslin & Son Lumber Co., 
Boise, Ida., reports manager Willis 
Linsey. 


Howard F. Boylan has been elected 
vice-president, Campbell & “Summer- 
hayes, Inc., Louisville, Ky. He will di- 
rect the purchasing department and 
the company’s home-planning section. 


The J. H. Melville Lumber Co., 
Broken Bow, Nebr., announces the sale 
of its yards at Ansley, Anselmo, Alli- 
ance, Broken Bow and Ogallala to S. E. 
Smith & Sons, Greeley, Nebr., who 
took over ownership and operation of 
the yards recently. 


J. E. Smith & Co., Inc., Waterbury, 
Conn., was swept by a $500,000 fire 
recently. It was the city’s worst fire 
in more than 12 years. The loss was 
estimated by J. Francis Smith, who 
directs the 60-year-old company found- 
ed by his father. . . . Two children, a 
6-year-old boy and an 8-year-old boy, 
admitted to police that they had set 
a $1,000 fire to lumber in the yard of 
Brown-Graves Co., Akron, Ohio. They 
used a pile of newspapers, they said. 


Elgin (Ill.) Lumber & Supply Co., 
which is in the process of a reconstruc- 
tion program following a $300,000 fire 
last fall, has purchased the entire 
business of O. H. Wright & Co. of 
Elgin. 


A new $380,000 Big Four Lumber, 
Home and Garden Center at Willow 
Cloverleaf in Cleveland, Ohio, is ex- 
pected to open in October. The store 
will have a frontage of 360 and a 
parking lot for 450 cars, says general 
manager Richard A. Siegel. Depart- 
ments will include self-service lum- 
ber, self-service hardware, tools, 
paints, electrical fixtures, plumbing, 
tires and automobile accessories, sport- 
ing goods and garden shop with a 
restaurant. A complete demonstration 
home workshop also will be displayed. 
Special classes for customers who wish 
to learn woodworking, home mainte- 
nance and gardening will be held, 
Siegel adds. 
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HARDWARE SHOW 


(begins on page 38) 





Display Rack 


U. S. Expansion Bolt announces a 
new rack for displaying its new line of 
carded anchors, fasteners and hangers. 
Rack is supplied with initial order of 
complete line consisting of 50 assorted 
cards. Just introduced is a new ma- 
chine bolt expansion shield, called the 
Ty-Ton, and a new Jr. B Drill Kit, 
which contains four of the most popu- 
lar sizes of carbide-tipped masonry 
drills. U. S. Expansion Bolt Co., Dept. 
AL, York, Penna. 


Circle No. 236 on Coupon, page 68. 
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144 Assorted Tools 


A new tool assortment, No. K-200, 
consists of 144 handy, home tools. The 
tools are packed in an attractive two- 
color, self-shipping display carton. 
United Wire Goods Mfg. Co., Inc., 
Dept. AL, 1150 Broadway, New York, 
N. 5 

Circle No. 237 on Coupon. page 68. 


. 


Modern "V" Shape Pull 


“ 


An eye-catching “V” shape pull for 
kitchen and furniture cabinets and 
drawers is the newest addition to the 
Futura line of cabinet hardware. It is 
a one piece die-cast pull designed to 


blend with the trend to the modern. 
Four inches in overall length, the holes 
are on 3%” centers. Available in all 
popular finishes. Also featured at the 
maker’s booth will be beveled edge 
modern back plates, plus some sur- 
prises in hardware merchandising. 
Penn-Akron Hardware Corp., Dept. 
AL, Woodside 77, N. Y. 
Circle No. 238 on Coupon, page 68. 
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Drill 'N' Kit Selector 


Cummins’ new counter display, the 
Drill ’n’ Kit selector, takes little 
space, lets the customer choose pre- 
cisely the drill he wants with a wide 
assortment of the right accessories. 
Also provides room for storage of 
back-up and related merchandise. 
Cummins Portable Tools Div., John 
Oster Mfg. Co., Dept. AL, 5055 No. 
Lydell Ave., Milwaukee, Wis. 

Circle No. 239 on Coupon, page 68. 
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Air-dried QUALITY LUMBER 


Circle No. 32 on Coupon, page 68. 
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Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 








Kiln-dried 






































They’ve been adding on — since they started 
suggesting “Scotcn” Brand Masking Tape 
with every paint sale! 
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SOURCE 
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QUALITY 
LUMBER 


For 67 years Ellingson has 
been delivering satisfaction 
to buyers of 

® Ponderosa Pine 

®@ Douglas Fir 

@ White Fir 


ELLINGSON 


LUMBER COMPANY 
Klamath Falls, 


$ 
$ 
z. 
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Red Heads to Be at Show 


These are the Red Heads which 
may be seen at the National Hardware 
Show, announces maker. A concrete 
fastener that drills its own hole, the 
Red Head has a matching expander 
plug, painted a bright red. It is 
claimed that the Red Head cannot 
pull out, rust out, melt out or shake 
loose. Phillips Drill Co., Dept. AL, 
Michigan City, Ind. 

Circle No. 240 on Coupon. page 68. 


Hobby Tool Chest 


X-acto No. 88 hobby chest contains 
a complete collection of every essential 
hobby tool that beginning or experi- 
enced craftsmen require. Ideal as a 
gift, it contains a full line of X-acto 
cutting knives and blades. Comes com- 
plete with 96-page book of X-acto 
craft projects. Chest measures 14” x 
10” x 3%”. X-acto, Inc., Dept. AL, 
48-21 Van Dam St., Long Island 
City 1, Nx. 

Circle No. 241 on Coupon, page 68. 


Lewis 3-Way Knife 


Here is a knife that is actually 3 in 
one. Just position blade with simple 
screw action in handle and you are 
ready to perform 1001 cutting jobs, 
including special operations such as 
cutting linoleum and scraping paint. 
Reversible Swedish steel blade cuts 
easily through leather, cardboard, 


September 


cloth, wood, rubber, ete. Individually 
carded, blade in position. Storage 
space for extra blades in handle. Flash 
Mfg. Co., Dept. AL, 169 Murray St., 
Newark 5, N. J. 

Circle No. 242 on Coupon, page 68. 


Service Dumpy Level 


Called the Berger Service Dumpy 
Level, the instrument is designed 
especially for the day-to-day needs of 
builders, farmers, masons, carpenters, 
etc. Uses include grading, leveling, 
alignment of fences, driveways and 
stone walls, measuring horizontal 
angles, etc. Its 10-power erecting tele- 
scope shows the target right side up 
and is focused with a rack and pinion 
adjustment for easy sighting and ac- 
curate leveling. C. L. Berger & Sons, 
Inc., Dept. AL, 37 Williams St., Bos- 
ton 19, Mass. 

Circle No. 243 on Coupon, page 68. 


Porter-Cable's */s" Drill 
Weighing only 3 lbs., 8 ounces, a 
new electric drill incorporates most 
of the features usually found in more 
expensive drills, says maker. A 2.6 
amp motor designed to eliminate vi- 
brations and to generate optimum 
power is housed in a light, polished 
aluminum alloy frame. The model 149 
has a 3-jaw geared chuck, a capacity 
of %” in steel and %” in wood. A 
trigger switch for instantaneous “on- 
off” control is located on the handle. 
Porter-Cable Machine Co., Dept. AL, 
113 Exchange St., Syracuse, N. Y. 


Circle No. 244 on Coupon, page 68. 
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WHAT A 
SALES 


mmm New FRY ‘'3-D’’ has natural 

" & slate dark colored top strip, with 

tabs in a choice of 13 gorgeous 

colors. When brightly colored 

eg tabs overlay dark slate strip, 
the black showing through the 


tab cutouts makes the shingles 
look 3 times thicker. Roof has 
wonderful massive appearance! 


FRY ''3-D” SHADO -Bl LT 


290 LB. ASPHALT SHINGLE ROOFING 


ait ae sae 


WHAT A 
SALES 


CLOSER! 


i 


“Captivating’’—that describes Fry’s new look in or long life that may be made by your competi- 
roofs. It captures the eyes of your prospects, tors’ salesmen. For here, in writing, is Fry’s 
captures their interest, captures their desire to PROOF of enduring quality and lower annual 
own this handsome new Shado-Bilt roofing. cost—positive proof that enables you to bank 


Then you clinch your sale with the industry’s cat ae 


one and only 20-Year FULL VALUE Bond. Want more details? We'll be glad to give them 
This is your final answer to claims of economy to you. Just drop us a line. .. TODAY! 


ROOFING 
COMPANY 
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Advertising 





Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 


| Time —25¢ per word for each insertion. 
Minimum charge of $1.25 per line. 


3 Times—20c per word for each consecutive 
insertion, Minimum charge of $1.00 
per line. 

Add $1.50 per insertion for blind ads bear- 

ing box number. 

No agency commission or cash discount 

allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders allowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, lil. 





HELP WANTED 











TWO DETAILERS AND BILLERS—Large archi- 
tectural mill work company in Ohio has open- 





SALES REPRESENTATIVES 
WANTED 











Cc issioned sales representatives needed 





ings for two detailers and billers with esti 

ing experience. Must be qualified to make 
shop drawings for all types of public and 
private buildings. Excellent opportunity and 
good salary with all social benefits to right 
men. Please give experience, age, availability 
and if possible a sample of drawing. Perma- 
nent employment. Reply Box X-30 American 
Lumberman, Inc. 





SALES MANAGER 


A rare opportunity for the right man. One 
of mid-west’s leading lumber and building 
supply operations is now offering an oppor- 
tunity to join their successful organization, 
with or without capital investment: this is 
a well-established frm doing business well 
i the seven figures. without too much 
“pushing.” However, it is their desire to 
forge even further ahead in their field and 
they are looking for a man with a record of 
creative sales ability. Person selected must 
also have a good reputation for honesty, ca- 
pacity for hard work, a sincere desire to make 
money; position has high earning potential; 
salary open. Send full resume which will be 
4-4 in strictest confidence. Write Box No. 
Y-29, American Lumberman, Inc. 





Assistant to owner oi retail lumber yard, must 
be experienced in lumber, millwork and build- 
ers hardware. Excellent opportunity for the 
right man to take over as general manager. 
Hospital and welfare plan and paid holidays. 
Morris County. N. J. Reply to Box Y-49 Ameri- 
can Lumberman, Inc. 


Band Sawyer —Left Hand Mill — 70,000 it. 
per day Pine Production. Ability to saw for 
grade and special items essential. Old‘ estab- 
lished concern, not selling out, not cutting 
out. Good pay. Retirement pond especially 
attractive to younger man. Pleasant Alabama 
Community. Give age and resume of experi- 
ence and references. Address Box Y-50 Ameri- 
can Lumberman, Inc. 





SALESMAN—$10,000 with real incentive plan, 
to sell nationally to chain lumber yards a 
practical, proven merchandising program in 
both new homes and home modernizing mar- 
kets. Send complete resume for personal in- 
terview. Address Box Y-54 American Lumber- 
man, Inc. 





SALES REPRESENTATIVES 
WANTED 











$100 EXTRA A MONTH FOR YOU as agent for 
weekly newspaper advertising service for 
lumber dealers. All ads directed to vast and 
profitable remodeling market. Hundreds of 
dealers now using successfully but many 
cities and towns are open for exclusive fran- 
chises. Requires very little effort and no extra 
calls. Simply talk it up to your dealers who 
are looking for professi 1 advertising help 
at lowest cost in field. No sales cost, no in- 
vestment, no service problems, and you do 
not have to be an advertising man. Accounts 
are handled direct by well known advertising 
authority in industry. Territories open on 
first come, first serve basis. Send for full de- 
tails. Describe lines and territory covered. 
Address Box Y-32, American Lumberman, Inc. 
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for some choice protected territories. We 
manufacture quality resi tial and - 
cial locksets, selling to lumber, building mate- 
rial and hardware trade. Box X-34 American 
Lumberman, Inc. 








Manufacturers Representative — Sliding Door 
Hardware. A leading manufacturer with nation- 
ally known complete line has active territories 
available in Illinois, Wisconsin, lowa, Minne- 
sota, Nebraska and upstate New York. Experi- 
enced representatives should contact: 


John Sterling Corporation 
Richmond, Illinois 





Manufacturer of a high quality and competi- 
tive line of Cabinet Hardware wishes repre- 
sentation in the following areas: Indiana, New 
York and New Jersey. Our line is sold direct 
to retail! lumber dealers, hardware stores and 
kitchen cabinet manufacturers. No jobber ac- 
counts. Please mention lines now handling and 
all particulars in first letter. Address Box Y-51 
American Lumberman. Inc. 





SALES REPRESENTATIVES 
AVAILABLE 











LINE WANTED 


Successful Wisconsin and Upper Michigan 
Specialty Wholesaler — over 359 dealers Lum- 
ber, Block, Ready-Mix, Paint, Hardware. Es- 
tablished eight years, now ready to promote 
additional line. Address Box Y-44 American 
Lumberman, Inc. 





BUSINESS OPPORTUNITIES 





*‘Men Buy in the Cheapest Market and Sell in 
the Dearest.” a bom or Selling, Boats, Ply- 
wood, Lumber, ooring, Ott Tilt-Too Lawn 
Edgers. Write particulars attention, Wilson & 
Co., Nationwide Distributor, Norfolk, Va. 





FOR LEASE 


Complete modern 7 foot band sawmill in North 
l i ; ry facilities. Plenty tim- 
ber available. Can be seen in operation. If 
interested contact Box Y-52 American Lumber- 
man, Inc. 








NEW WOOD PRODUCT FOR SALE 


Entirely new. unique home and commercial 
unit, filling a demand in modern living, re- 
quires substantial financing and/or manufac- 
turing facilities. Actual market survey proves 
exceptional potential. Will produce immediate 
and long range sales. Non-competitive, com- 
pletely patent ust disp of by October 
15th. Interested parties contact Philip F. B. 
Stahl for descriptive brochure. Address: 176 
West Adams Street. Chicago 3, Illinois. 





Production Models Shown by Appointment. 





BUSINESSES FOR SALE 











For Sale—Lumber and Building Material Yerd. 
In good Indiana city. Selling due to death of 
owner. Would consider selling stock and 
equipment and emg buildings to reliable 
party. Address Box Y-35, American Lumber- 
man, Inc. 





For Sale: Old established country town lum- 
ber yard situated in an excellent farming 
community in Central Western New York. 
Railroad siding on property. With or without 
inveniory. Address Box Y-37, American Lum- 
berman, Inc. 





FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively small 
investment will handle. Owner wishes to re- 
tire. Address Box Y-45 American Lumberman, 
ne. 





Best building material business in best tourist 
area of Michigan. Modern salesroom and 

warehouse, private siding. Excellent prospects. 
Owner retiring. Will lease land and Buil ings. 

About sixty thousand will handle stock and 
equipment. Address Box Y-47 American Lum- 
erman, Inc. 





TO SETTLE ESTATE 


Lumber yard and planing mill, estab- 
lished 40 years, in good midwestern 
metropolitan area. Will sell inventory 
and all equipment and give long term 
lease on large yard with trackage and 
good truck access. Will make very 
favorable deal to responsible buyer. 
Facilities will handle $500,000.00 or 
more annual volume. Price $10,000.00, 
plus inventory. Address Box Y-53 Ameri- 
can Lumberman, Inc. 


LUMBER YARD FOR LEASE 


FOR LEASE IN ERIE, PA. — Modern lumber 
yard and equipment, without inventory, avail- 
able now. Open and closed type lumber sheds 
built both sides 532 ft. private railroad siding 
permitting direct unloading from box car. 15.- 
00) Sq. Ft. ground area plus upper decks. 
Separate office building. Approximately 41/, 
acres. Excellent corner location for retail and 
wholesale operation, easy truck access, be- 
tween U. S. Route 5 and 20. Erie is Pennsyl- 
vania’s third largest city and ——— 
steadily industrially and commercially, and 
has great residential growth possibilities. This 
property is located on West city limits line in 
center of city’s greatest growth area. Inspec- 
tion invited any time. Reply — The Prender- 
gast Company — P. O. Box 1771, Newburgh 
Station — Cleveland 5, Ohio. 





FOR SALE OR LEASE — Hardware — Lumber 
— Building Materials — Coal Yard — Paints — 
Seeds — Appliances — Shop Work —7 build- 
ings located in busiest intersection of boom- 
ing western North Carolina. Established 12 
years. 1956 sales $190,000. Will lease at $500 
er month, plus inventory price, less 20% or 
$66,200, or sell all for $156.200. Easy terms. 
Owner wishes to retire. Write Harrison Reed, 
Cullowhee, N. C. 


September 16, 1957, AMERICAN LUMBERMAN AND 








BUSINESSES FOR SALE 


MISCELLANEOUS FOR SALE 








USED MACHINERY FOR SALE 





FOR LEASE 


Modern millwork plant which can be easily 
converted to furniture plant. Completely 
equipped, 2 moulders, 2 surfacers, straight 
line rip saw, drum sander, shapers, chain 
mortiser, etc. Modern Moore Automatic Dry 
Kilns, 2 track, up to date maintenance shop 
for equipment, plenty of raw materials avail- 
able. This plant located in Georgia with any 
amount of yard space desired. Can be seen 
in operation any time by appointment. Address 
Box Y-46 American Lumberman, Inc. 





RETAIL LUMBER, BUILDING SUPPLIES and 
home building — Northern Wisconsin Lake 
area — Real estate, equipment and inventory 
— includes 8 room home — Profitable opera- 
tion — Room for expansion — Potter Business 
Services, 234 South 6lst. Milwaukee, Wis- 
consin — B] 8 3390. 


CARPENTERS APRONS 
Write tor prices and intormation. 


THE MINNESOTA SPECIALTY Co. 
Minneapolis, Minn. 


INTRODUCTORY OFFER 
FREE—Latest complete catalog—FREE. Get ac- 
quainted special low prices on full line plumb- 
ing. heating, hardware, specialties. 

SEABOARD PLUMBING SPECIALTY CORP. 
1007 Atlantic Ave. Dept. AL—Brooklyn, N. Y. 
SALESMEN WANTED ALL TERRITORIES 








THE ESTIMATOR 
537 Simplified Tables of Sizes, Weights, T » 
Uses, Properties and Quantities Sequbed ai 
Building Materials, $2.00 postpaid. 
Lowell Roberts, Inc. 
553 Carroll Street, Akron 4, Ohio 


ENGINE FOR SALE 
Left hand, 14x20, Stanwood & Gamble, to- 
gether with all Y ies. First- 
class condition; can be seen in operation until 
September 15th. Will accept pine house build- 
ing as part payment. 
TERZIA LUMBER & HARDWARE, INC. 

Box 1531 Dial FA 3-7796 





Monroe, La. 





RAILS — FOR SALE 











Reconditioned steel rails, 25% and heavier 
for dry kiln or other purposes. 


Midwest Steel Corporation 
518 Dryden Street 
Charleston 21, West Virginia 








REDUCE delivery costs 


/ 


Compicte 
Beds Shipped" 
KD. Easy 
Assembly & 
Mounting 


e 
Write, wire, phone for 
Catalog ond Prices 


The R-B Company 


‘ 1921 Guinotte, Kansas City 20, Mo. 


~e 


ROLL-OFF \\\ 


Unioad a Load 
or Half Load at a Time 


a SELL J. NEILS 


: =wW 
R-B 


PENTA TREATED 
POLES AND POSTS 


for Enduring Farm Construction 





\ 
| 


Treated pole frame construction is increas- 
ingly popular for all types of farm buildings 
because it lasts longer and costs less. 

J. Neils poles are straight, strong, with uni- 
form taper. They are selected from our own 
timberlands, and treated (penta or creosote) 
in our own plant. Mixed cars can include poles 
with treated or untreated lumber. Free plans 


and erection instructions are available. Write 
for infomation. 


J. Neils Lumber Company 





—_ 





Circle No. 34 on Coupon, page 68. 


MILL AND TREATING PLANT AT LIBBY, MONTANA 


Circle No. 35 on Coupon, page 68 











Trade Mark 


yy, 


Slut Nit 


Registered 





DOUGLAS FIR 


PONDEROSA PINE— SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 








BUILDING PRODUCTS MERCHANDISER 


Circle No. 36 on Coupon, page 68 





Aluminum “"Stock-Pickers” 


Step-Lock safety ladder is the name 
of the new feature used in the S series 
of Rol-Away aluminum trucks. The 
spring-loaded ladder is depressed and 
locked into positive bearing position 
on the floor from a pedal on the bot- 
tom step. The truck is then stationary 
and stable, the maker says. Working 
reach is 10’. The truck shown is 43%” 
long, 20” wide and 50” high. Rol-Away 
Truck Mfg. Co., Dept. AL, 6143 S.E. 
Foster Rd., Portland 6, Ore. 


Circle No. 245 on Coupon, page 68. 


Challenger Positioning Rod 


Challenger locks are installed faster 
and more accurately through the as- 
sistance of a rod that automatically 
positions the jig exactly 36” from the 
floor on a standard 6’8” door, states 
manufacturer. The Challenger posi- 
tioning rod is an exclusive feature of 
the complete boring set, which in- 
cludes jig, 2%” bit, 15/16” bit, %” 
square driver, positioning rod and re- 
placement blades. All packed in one 
box. Challenger Lock Co., Inc., Dept. 
AL, 4865 Exposition Blvd., Los An- 
geles 16, Calif. 


Circle No. 246 on Coupon, page 68. 





What's Your Answer? 
(Answers on page 70) 


Why is hardware featured in 
Ladd’s new supermart store? 


As a member of the Crossett 
“team,” what does Jesse Braswell 
do? 


What has proved to be the “best 
single promotion effort” developed 
by the Bolinger Lumber & Supply 
Co? 


When and where will the 12th an- 
nual National Hardware Show be 
held? 


What are the four points a dealer 
hardware specialist stresses to 
sell more builders’ hardware? 


How can you work with AIM? 


What is the purpose of the 25 
model homes being erected 
throughout the country by build- 
ers in cooperation with Alcoa’s 
technical staff? 


What new siding product looks 
like wood, works like wood, but 
has no knots or splits? 


What did the Fifield Lumber Co. 
do to increase its business the 
year ‘round? 


Name the three new Black & 
Decker power kits designed to help 
you ring the bell that rings up 
your sales at Christmas time? 
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Nome? © . 
(Pleose Print) esition 








Mail to American Lumberman & Building Products Me.chandiser 139 N. Clark St., Chicago 2, Ill 
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Acme Steel Products Div., 

Acme Steel 
Allis-Chalmers, Buda Div. ... 
Aluminum Co. of America 
American Telephone & Telegraph Co. .. 
Appalachian Hardwoods . 


Bemis Hardwood Lbr. Co. .. 
Black & Decker Mfg. Co., The . 
Bunyan Lbr, Co., Paul 


California Redwood Assn. 

Cherry River Boom & Lbr. Co. 
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Crossett Lbr. Co. 


Dow Chemical Co., The 
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Grand Haven Stamped Products Co... 


Hamer Lbr. Sales, Inc. 
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Insular Lbr. Sales Corp. 

Insulite Div. of Minnesota and 
Ontario Paper Co. 

International Salt Co., Inc. 


Keystone Steel & Wire Co. 


Mack Trucks, Inc. , 

Magna Power Tool Corp. 

McCracken & McCall, Inc. ............ 
Menominee Indian Mills 

Minnesota Mining & Mfg. 
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Olympic Stained Products Co. 


Pack River Tree Farm Products 
Pierce & Stevens Chemical Corp 
Pittsburgh Plate Glass Co 


R-B Co., The 


Schlage Lock Co. 

Simplicity Mfg. Co. i 
Simpson Logging Co. ........ 
Skillman Hardware Mfg. Co. 
Southwest Lbr. Mills, Inc. 


Tarter, Webster & Johnson, Inc. 
Trinity White Cement 
Turnbuckles, Inc. 


United Steel Products Co. ... 


Warp Bros. . ‘ 
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Weller Electric Corp. .... 
Wood-Mosaic Corp. 


Yale & Towne Mfg. Co., The .......... 31 
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| Sales Aids 





Flip-Type Sales Presentation 


A new flip-type sales presentation 
has been prepared by Stanley Building 
Specialties Co. to promote its alumi- 
num awning windows and jalousies. 
The new booklet is spiral bound, with 
a hard cover, and contains 24 pages 
of photos and “sales pitch.” Attrac- 
tive in design and printed in yellow 
and black, the booklet is especially 
designed to be used by salesmen. 
Stanley Building Specialties Co., sub- 
sidiary of The Stanley Works, Dept. 
AL, 1890 N.E. 146th St., North Miami, 
Fla. 

Circle No. 247 on Coupon, page 68. 
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Trojan Blades 


An all-steel, display assortment of 
Trojan coping and jigsaw _ blades 
measures 14%” long, 9%” high and 
2%” deep. The display occupies a 
minimum amount of space when hung 
against the wall or placed on the 
counter. The display holds 17 different 
types of blades, each in its own com- 
partment, 30 dozen in all. Five blades 
of each type are individually pack- 
aged, labeled and pre-priced. A handy 
table of blade specifications is printed 
on the front of the container, together 
with actual-size illustrations of each 
separate blade. Parker Mfg. Co., 
Dept. AL, 150 Washington St., 
Worcester 8, Mass. 


Circle No. 248 on Coupon, page 68. 
(continued on next page) 





More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 





SAWHORSE 
BRACKETS 


Sith 


@ NO NAILS 


show them in actual use @ NO BotTs 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 
Sets to a carton. 
Dealer helps 
FREE. 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 


ope SAWHORSE 
MAKE UP A en raeS toe 
JIFFY SAWHORSE : 

TO DEMONSTRATE 


Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


Fe 
r * 
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GRAND HAVEN STAMPED PRODUCTS CO. 
Grand Haven, Mich 


Circle No. 64 on Coupon. page 68. 








Recommended Reading for Lumber Dealers: 


PRICING 
FOR 
PROFIT 
AND 
MAKING IT 
STICK 


PRICING for PROFIT © 
‘ot 





How te sell lumber and building products 
profitably. How to calculate costs, make mark- 
ups and set prices that insure an adequate 
profit. This is ART HOOD’S famous text on 
“compensatory pricing’ 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


BNE Te ccc cdccvcccccce 
please send me. 


return mail 


NAME_ 
COMPANY. 
ADDRESS__ 


_ 
STATE___ ule 








Circle No. 65 on Coupon. page 68, 








NEW 


Technical Data 


A new, general catalog, the F-12, 
offers detailed data on Symons basic 
line— wood-ply forms, steel-ply forms, 
mag-ply forms, wide panel forms, lo- 
wall forms, culvert forms, form hard- 
ware, form ties and accessories, scaf- 
fold brackets, safety shores and column 
clamps. Included in the 28 pages are 
explanations of the firm’s engineering 
service, field service and sales service 
with space devoted to actual jobs in 
which Symons products have heen 
used. Symons Clamp & Mfg. Co., Dept. 
AL, 4249 W. Diversey Ave., Chicago 
39, Ill. 

Circle No. 249 on Coupon. page 68. 


Architectural Products. New wide- 
flange shapes, 10” and 12” joists with 
3” flanges have been added to the line 
of steel architectural products manu- 
factured by Stran-Steel Corp. The 
products are presented in a new cata- 
log, which contains complete technical 
information relative to Stran-Steel’s 
line of joists, studs, channels, ribbed 
decking and metal curtain walls. It is 
amply illustrated and includes several 
pages of loading tables. Stran-Steel 
Corp., Dept. AL, Ecorse, Detroit 29, 
Mich. 

Circle No. 250 on Coupon, page 68. 


Merchandising Equipment. A fully 
revised Spacemaster catalog, No. 57- 
S, covers the complete line of mer- 
chandise presentation equipment by 
Reflector-Hardware Corp. The 132- 
page guide is lavishly illustrated with 
over 700 photos and_ illustrations, 
showing fully merchandised store fix- 
ture equipment taken from actual in- 
store installations. A complete guide 
to the latest in self-serve, self-selec- 
tion merchandising techniques and ap- 
plications. Reflector-Hardware Corp., 
Dept. FP-AL. 1400 N. 25th Ave., Mel- 
rose Park, III. 

Circle No. 251 on Coupon, page 68. 


Up-to-date directories of member 
red cedar shingle and shake producers 
now are available. The information is 
presented in three separate folders. 
One contains the names and locations 
of all Certigrade red cedar shingle 
manufacturers, another lists producers 
of Certigroove machine-grooved shakes 
and Certigrade rebutted-rejointed 
shingles while the third is a directory 
of Certi-Split handsplit shake mills. 
Red Cedar Shingle Bureau, Dept. AL, 
5510 White Bldg., Seattle 1, Wash. 

Circle No. 252 on Coupon, page 68. 


“Timber!” is the title of a hand- 
some brochure, which fully describes 
and amply illustrates Pickering Lum- 
ber Corporation’s logging techniques 
—from tree to finished product. A copy 
of the booklet may be obtained by 
writing Pickering Lumber Corp., Dept. 
AL, Standard, Calif. 

Circle No. 253 on Coupon, page 68. 
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ITERATURE 


Freight Bracing Methods. A four- 
page folder describes Signode’s five 
basic methods of securing rail ship- 
ments with steel strapping. They help 
prevent damage and facilitate fast, 
safe, easy unloading. Numerous photo- 
graphs and diagrams clearly illustrate 
the Floating Load, Controlled Floating 
Load, Wall Anchored Load, Open Top 
Load and Car Door Bracing. A list of 
recommended carloading tools and ac- 
cessories is included. Signode Steel 
Strapping Co., Dept. AL, 2600 North 
Western Ave., Chicago 47, II. 

Circle No. 254 on Coupon, page 68. 


Lift Truck Specifications. Bulletin 
BU-450 gives specs for Allis-Chalmers 
lift trucks, towing tractors and plat- 
form trucks. Load rating chart in- 
cluded. Buda Div., Allis-Chalmers, 
Dept. AL, 1126 So. 70th, Milwaukee, 
Wis. 

Circle No. 255 on Coupon, page 68. 


Gar-Glide Sash Balance. A new four- 
pave brochure. using pictures and dia- 
grams, describes a new invention in 
the field of sash balances for double- 
hung windows by G A R Industries. 
Installation views are shown and com- 
plete description of how to attach bal- 
ances is listed beside each detail draw- 
ing. G A R Industries, Inc., Dept. AL, 
9241 Edmund St., Philadelphia 14, 
Penna. 

Circle No. 256 on Coupon, page 68. 


Mechanical Handling Catalog. New 
12-page condensed catalog of all Hyster 
industrial trucks and attachments in- 
cludes working svecifications for each 
piece of equipment. Hyster Co., Dept. 
AL. 2902 N. Clackamas St., Portland 
8, Ore. 

Circle No. 257 on Coupon, page 68. 


Consumer Data 


“How to Paint Your Wood Home” 
is the title of a new 28-page, three- 
color booklet prepared jointly by tech- 
nical groups in the lumber and paint 
industries. Up-to-date information on 

roper painting and maintenance of 
he wood home is given. It is provided 
as a service to the users of lumber 
and paint. National Lumber Manufac-~ 
turers Assn., Dept. AL, 1319—18th 
St., N. W., Washington 6, D. C. 

Circle No. 258 on Coupon, page 68. 


Hollow Metal Door Units. A com- 
pact, 28-page catalog on the com- 
pany’s 1%” hollow metal door units 
gives specific information on door 
types and sizes, installation diagrams 
and complete specifications. The cata- 
log also describes Fenestra 3-part 
packaged door units, which offer co- 
ordinated door, frame and hardware 
units from a single source. Fenestra, 
Inc., Dept. AL, 2250 E. Grand Blvd., 
Detroit 11, Mich. 

Circle No. 259 on Coupon, page 68. 








SALES AIDS 


(begins on page 69) 





Lumber Rack with Eye-Appeal 


Ideal for use by dealers in display- 
ing hardwood lumber in an eye-catch- 
ing manner, this hardwood lumber 
merchandising rack is 6’ x 6’ and 
projects out from the wall 18”. Of- 
fered in conjunction with the raek is 
a Free Plan Service, which gives the 
customer ideas for which he can use 
the lumber displayed. In addition to 
offering a random width assortment 
of S2S lumber, which can easily be 
adapted to the special requirements 
of the customer, the rack shows the 
lumber from a surface view and gives 
the buyer an opportunity to see and 
feel the board in which he is inter- 
ested. Gordon-MacBeath Hardwood 
Co., Dept. AL, P.O. Box 1282, Sacra- 
mento 6, Calif. 

Circle No. 260 on Coupon, page 68. 





What's Your Answer? 
(Questions on page 68) 


Hardware is used to build a heavy 
store traffic. See article, page 26. 


As assistant superintendent of the 
planing mill, Jesse sees that every 
foot of lumber is finished accord- 
ing’ to Crossett’s strict quality 
standards. See ad, page 4 


A paneling display viewed by 
more than 80,000 people at the 
firm’s booth at the Louisiana State 
Fair. See article, page 52. 


New York Coliseum, Oct. 14-18. 
See ad, page 27. 

(1) Know builders’ hardware, (2) 
maintain a good stock, (3) sell by 
showing and (4) find an agressive 
jobber. See article, page 32. 


By contacting an Acme Idea Man 
and making sure you're getting 
the best ideas for packaging and 
shipping your products. See ad, 
page 18. 

To show uses for aluminum in 
residential construction. See ar- 
ticle, page 58. 

Insulite Primed Siding. See ad, 
pages 6-7. 

Conducted a School for Home 
Buyers. See article, pages 50-51. 
(1) A sander-drill power kit, (2) 
a saw-drill geld kit and (3) a 
jig saw-drill power kit. See ad, 
pages 44-45. 
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STEP UP YOUR SALES DURING THE BIG 
NRLDA HOME IMPROVEMENT PROMOTION 


Feature the tool that’s 


to your customers 


il bon PRE-SOLD in Popular Science 
ae — ws Your customers will see this full color cover ad in the 
with ae September Home Improvement Promotion issue. 
gray 
PRE-SOLD in ''How-To-Do-lt’’ Booklets 
The same cover ad appears in the NRLDA promotion 


aaron ’ . 
ee comrotras booklets you'll be giving your customers. 


asics, COMPS ate 


aguast 
jatricaté 


portable 
jig saw 


SABRE SAW 


Portable Jig Saw 


A high quality power tool ot a popular price, the @& 

Weller Sabre Saw is a "must” for home craftsmen 
who work with wood, composition board, masonite 

etc. That's why it’s a perfect companion item 

in your business. And with Weller’s extra 
cdvertising support during the NRLDA Home 

Improvement Promotion, the Sabre 


Saw is sure to be a big seller. 


Weller Power Sanders and Soldering Kits are big sellers, too! Stock the 
complete line and get your share of extra business during Weller’s great 
national campaign beginning October 21 with a 4 color double page ad in... 


601 Stone’s Crossing Rd., Easton, Pa. 


Circle No. 37 on Coupon, page 68 
Pp I 





ARE NRE 
— 


ym ——————_— = 
FAMOUS TRADEMARK 


INFLUENCES CONSUMER 
PURCHASE OF 


PLASTIC 


WINDOW 
ATERIALS / 


HERE’S WHAT LEADING HARDWARE AND 
LUMBER DEALERS ACROSS THE COUNTRY 
HAVE TO SAY: (Based on a Recent Survey) 


“My customers know they can depend on any product that 


Also in 28 
and 48° widths 





rLEXIBLE carries the name Warp 
® r y 
eSHATTERPROOF ee tte “I've handled Warp's Window Materials for over 30 years 
> : -- and never had a complaint.” 


Warp's make a complete line. Simplifies my buying 


“I stock Warp’s because they’re the leader in the field.” 


“Warp’s Easy-On Kits sell so fast | can’t keep them in stock. 


‘ij 
eS 


a- 


Pr 1a.) 


‘‘Warp’s is my choice because I've built my business 
on QUALITY —just like Warp’s has.” 


¥ “~ 


These are a few of the typical answers 
about Warp’s voiced by big volume re- 
tailers ... men whose business opinions : 
count. They know that the WARP trade- — FLOOR RA 
mark means QUALITY. They know they = WHERE 
can recommend any WARP product with my CUSTOMER 
absolute confidence. acer 
In these days, your selling time is your : 
greatest asset. That’s why it’s more prof- ‘ 
itable than ever to feature the products your dlepemer well stocked with 
Warp’'s Top Quality Plasti 
that bear the name and trademark that Winslow. Materials 
has been pre-sold to your customers by 
powerful local and national advertising FASTEST SELLING 
—that name is Warp’s, the pioneer and pe agg oy 
leader in the Window Materials field for 
33 years. Your customers look for the Transparent 


= . ) Le ° name “‘Warp’s’’ branded along the edge. Plastic 
a sit neti “ * —_ It’s put there for their protection. exo 
jationally vertise , { oe \ — 

Prices Subject to Change . Ss oe. uC ORDER FROM YOUR JOBBER NOW STORM 





Don't Lose Any Sales—Keep 
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The Pioneers Established 1924 
World's Largest Producers of a Quality Plastic Window Materials 





